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.--and Shoes with BUILT-jy FIT 
Keep Growing Feet Happy 


Think of the power of this prestige-building theme 
for Poll-Parrot and Stas Brand Shoes for 1943. 
Think of the impdrcaace of happiness... it’s what 
«we're Aghting for...never has it meant so much. | 
Think of «de niillions of children who need Built- ! 
. in. Fit co, have Happy Feet. } 

‘For merchandising material to tie up with this 
national advertising, drop us a line. 
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AND 


STAR BRAND SHOES Poll-P rrot 10-WAY BUILT-in FIT 


— 1. Room for growing toes 6. Snug, pear-shaped heels 

s and Guus 2. Correlated heel-to- 7. Straight-tread lasts 

bail fit 8. Free-action flexibility 
3. No binding insteps ©. Soft, durable uppers 
y 4. Age-conforming arches 40, Selected, long- 
md 5. Ankle-hu lines wearing soles 
JOHNSON & RAND _— 
f + $T. LOUIS, MO. 
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“MUNSEY“” 


by The Selby Shoe Company 
Portsmouth, Ohio 


Hubschman's Calf, Color No. 524 


promising quality ! 


s *e0 dpugiess meters satisfaction a certainty ! 


, bs Warttine: snide’ io FaAasite Calf shoes build customer confidence 


Y bbe: wilt sstgnd you in “Sood stead during the highly competitive 
peacetirtte périod that lies ahead. 


C. Hubschman § Sens, Inc. 


PHILADELPHIA, PENNSYLVANIA 


Quality That Aims To Please...and never misses! 


Tandrite Calf’s great appeal has always been its honest, uncom- — 


Its rich, clear color pleases the eye—instantly . . . its comfort-giving 
pliability responds to the touch — immediately ... its tanned-in 
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A Ration Coupon, February 9 to June 15 
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© 713455 — MADAM-ETTES 
Turftan Calf Antiqued Loop 
Tie—14/8 Heel—45 Walled 
Last—4'/, to 9, AAA, AA, 
















~ . A TAILORED LOOP TIE BY GILBERT 










Be | The "Classic" type illustrated is another of the popular Loop Ties which have given our Kali-sten-iks 
* MADAM.-ETTES line top-rank among the quality lines upon which leading stores and shoe depart- 


= ments depend for winning and holding friendly customers. 

And now even the consumer must depend more than ever upon Quality Footwear. 
- Even though good shoes have always been valuable possessions, rationing now makes them more so. 
ye Busy but discriminating women of war time like the perfect fitting of MADAM-ETTES, plus their tail- 


ored chic style. And their quality actually gives a Ration Coupon more value than for just four 
months! 


THE GILBERT SHOE CO. X THIENSVILLE, WISCONSIN 
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In National Sewice 
to Active Amenicans. . 
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JOHNSONIANS are worn in every state in the Union and you 
in b 
sold everywhere men want “The Smartest Shoes on the 3 P.VICTORY 

) Let 

Square”— with daily use and wear in every pair. = f | tell 
~ BUY || “ 

JOHNSONIANS rate in every good shoe store and UNITED 

STATES Mar 
department—a national standing that must be deserved, own 
sell 
and preserved, by working together, the JOHNSONIAN pen 
abl 
man and the JOHNSONIAN merchant, pledged to render an 
, mer 
better service. an 











Conservation through Turn-Over Every pair replaces a pair—one satisfaction 
follows another—the customer gets “tops in service.” That's the answer to national conserva- 
tien of labor, materials, time and money —through turnover on useful, wantable 
JOHNSONIAN Shoes. 


DHNSONIAN DIVISION oererr cir. enoscory wy. «31. 10uis_ 
















RATIONING 


is an entirely new 


EXPERIENCE 


but your experiences of the past 
must be your guide through tomorrow. 








NOBODY has to tell you how many, many 
of your customers bought white shoes from 
you year after year for as long as you’ve been 
in business. 


rer eam” 


The problem is not selling but sup- 
Let nobody or nothing—not even rationing— 
tell you that millions of women will do with- 
out new white shoes in the summer of 1943. 


ply. This year, there should be no 


ae 


summer shoe clearances . . 


J whites will be salable right thru 
Many retailers, seeking confirmation of their hosineni:: Mhitiniineittibinitaasin 

| own beliefs about the stability of white shoe 

. selling, are asking women who already ex- and keep your customers! 

: pended one ration coupon what would prob- 

: ably be their second shoe purchase. Reports 


received are definitely encouraging for all ld 1D} \y ORR = 

’ merchants who have liberally ordered solid = = i 
white kid shoes. we alga hI 

de: ired finishes 




















We saw the light in your window late one night 


We know what you're going through these days—and 
nights—working on the details involved in selling ra- 
tioned rubber footwear. 


The primary reason for rationing rubber boots, pacs and 
rubber work shoes, is to see that the limited production 
of these items is reserved for “those workers in factories 
and fields on the war time production front who need 
this type of footwear in their job.” 


Because of the extra amount of rubber 
required to make this footwear service- 
able under severe working condi- 
tions, sales must be restricted 


FOOTWEAR FACTORY 
WATERTOWN, MASS. 


to farming or manufacturing operations which directly 
contribute to the success of the war effort. 


You know, or your local rationing board will tell you, 
what type of work will be accepted as requiring rubber 
footwear, for which purchase certificates can be issued. 
Helping your customers ‘‘get the rubber footwear they 
need” is a service which only you and other retailers 
like you can give. 


Hood Rubber Co. 


A DIVISION OF 
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eLe SHOE TO MILLIONS 


At this most active period in the history of America, women want 
smart looking shoes that stay comfortable even after the most 





strenuous day. More dollars in every community means grading-up 
of the shoes you sell. The trend is decidedly towards better foot- 
wear, and this applies, more than ever before, now that women 
value their ration tickets so highly. 


Although we expected a large demand for Miracle Arch Shoes, 
we did not anticipate the tremendous volume that has developed. 


A large part of the manufacturing facilities of our company is 
devoted to the making of shoes for our Armed Forces, which, of 
course, receive priority over civilian needs. We are exerting every 
effort to deliver to our customers their Spring orders as nearly 
intact as possible. However, there may be some delay in making 
these deliveries and we ask our customers to be indulgent during 


these unusual times. 


When victory brings us ample materials and when the hundreds of 
our skilled employees, who have been called to the Armed Forces 
return, we hope to be able to supply the needs of those mer- 
chants who have been waiting for and shown such keen interest in 
Miracle Arch Shoes. 
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Bar Parent Mevserne Maw” 


He syphoned off plenty of loose change — kept his audiences entertained 
and he really didn’t poison anyone. __ 

But as a business institution he just couldn’t exist. Too often he rode 
out of town on a rail or jumped on the last coach of the train already moving 
or marched out ahead of a shotgun barrel. For the prices of the merchan- f 
dise he sold were not in whack with its real service value—he charged all 
he could get — and he wasn’t around the next day or the next week or the 
next month to “make good”’ on merchandise which he had misrepresented. 
Fair dealing and the honest representation of facts was not a part of his 
business policy. 

We started to call upon retail shoe merchants one hundred years ago. 
Our early efforts were crude. Improvements were made. You learned that 
we were working in your interests. Frankly the success which you and we 
have enjoyed together have been based largely upon your cooperation and 
mutual understanding. 

You have placed your dating orders for waterproof footwear with us for 
many years because you knew that this method was best for everyone. 

When you placed your dating order with us in 1941 in the face of rising 
prices you knew that it would be fully delivered at the prices existing 


FOOTWEAR DIVISION | { 
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when your order was placed. It was, despite a huge influx of war orders. 

When you placed your dating order with us in 1942 for essential civilian 
health waterproof footwear you knew we would deliver every pair to you 
which we could make from the rubber which was allotted to us by the 
Government. This was done and you received your fair share. 

You knew that our plan for dividing our total footwear production among 
our dealer friends would be fair and just. The many fine letters and com- 
ments from you show your friendly and sympathetic understanding of our 
task in meeting both Uncle Sam’s huge requirements and your own. 

You knew that we would and will continue to build the very finest 
rubber footwear possible from the rubber which was available. All this 
could not have been accomplished without your support. You were not 
and will not be disappointed. 

You know that we are “champing at the bit” to give you new and im- 
proved Keds, Kedettes, Kedsman, Gaytees and U.S. Royal Tempered 
Rubber Footwear. We are! But until that day comes when this war has {| 
been won we will save every possible ounce of rubber and we will continue | 
to build the things our fighting men need. That is the way you would have 
it too, we are sure. 


UNITED STATES RUBBER COMPANY 


February 27, 1943 

















Every day thousands of feet join the 


march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


UNITED LAST COMPANY 
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FIT for ACTION 
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These are the determining influences 
in a woman’s war-time choice of shoes . . . 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 


widths because they are made 







over United Lasts. 
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140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Comfort! 





STYLE 1195—BLACK; STYLE 1175—TAN 


That’s Why It Pays 
to Feature FOOT-JOY* Shoes Today! 


On the go night and day, war workers, executives and picking Foot-Joys . . . and sticking to them even after 
military men have no time to favor or rest tired, aching going into uniform . . . they say, “That’s all the proof 
feet. When they buy shoes, they want proven comfort. I need. Foot-Joys must be tops in comfort!” 

And that’s what Foot-Joy . . . the shoe that’s nation- They are! Tops in smartness and proven comfort! 
ally advertised as the choice of many leading golfers... That’s why it pays to feature Foot-Joy Shoes today. 
is famous for. Men know what a tough grind cham- Write for information and a catalog of the latest Foot- 
pionship golf is. So when they see famous champions Joy styles for street, sport, and dress. 


*T. M. Reg. LU. 5. Pat. Off. 


FOOT-JOY Shoe lor Men 


Makers—FIELD AND FLINT CO., Brockton, Mass.—Also Makers of Dr. Locke Shoes for Men and Boys 


Sets 
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With Shoe QUANTITY Rationed 


FLORSHEIM QUALITY 


Is Now More Important Than Evey 





When men discovered Florsheim Quality gave 
them more miles per dollar, they switched over 
and bought fewer pairs per year. In this time of 
scarcity, what sounder policy could you follow 
than the one that built the largest fine shoe busi- 


ness in the world—“‘not how many, but how good.” 


Florsheim— a WH 


THE FLORSHEIM SHOE COMPANY «¢ CHICAGO « MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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Complete In-Stock Department! 


Qn customers get prompt, 
speedy delivery service on Paradise 
Tangos through our IN-STOCK Department, 
where every neéded size and width is carried 
on hand for :mmediate shipment. This keeps 


you from losing sales — disappointing cus- 


PARADISE TANGOS 
Are Advertised in 
Leading Fashion 

Magazines 


tomers. 

Today, because of the pressure of war con- 
ditions — with increased demands and re- 
stricted materials—we cannot always assure 
complete or immediate deliveries. We are 

ng our customers’ needs as f 
possible now. In the days of peace ahead, we 
assure you that we will again be ready to serve 
you as fully and completely as your require- 








ments demand. 
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HEADACHES and chuckles vie 
with each other in the shoe stores 
of this country, as a result of Ra- 
tion Order No. 17 and its amend- 
ments. Our office has been deluged 
with telephone calls, telegrams and 
letters—each with its own problem. 
Some have been serious, others 
almost ludicrous—and we_ share 
them with you. 

* 


* oom 








SAMUEL A. BLIMAN, manager 
of the Kirby Shoe Store, Pitts- 
burgh, Pa., told us of a colored 
lady who came into the store with 
seven Ration Books and sat down 
to buy shoes for the whole family. 
“The customer had been in the 
habit of buying, always, the cheap- 
est shoes in the house. She startled 
the clerk when she demanded the 
highest priced women’s and chil- 
dren’s shoes. After making her 
selection, she gave the clerk the 
Ration Coupons. The clerk sent 
back to the desk to total up her 
sale, then went back to the cus- 
tomer and asked for the money. A 
look of surprise and indignation 
spread over the customer’s face and 


she bellowed at the clerk: “Why it 
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of the 


says over the radio that for every 
No. 17 Coupon, you can get a pair 
of shoes.’ 

“Naturally, she didn’t take the 
shoes when she was properly in- 
formed by the clerk. She certainly 
thought we had a beneficent Gov- 


ernment.” 
* * a 


J OHN HARRIS of the Ross-Harris, 
Inc., store, New York City, says: 

“Here’s an interesting sidelight 
on the result of the Shoe Rationing 
program. On July 29, 1936, we 
sold a pair of shoes to a customer 
at $10.00. Not until today have we 
sold her another pair. All these 
years we have had her ‘Card Rec- 
ord’ on file and twice each year we 
have sent her our style folders. She 
has received these folders regularly 
and, as she said today—regret/ully 
—since she couldn’t afford our 
shoes. 

“When shoe rationing went into 
effect, she ‘talked it over with her 
sister’ and decided that ‘regardless 
of cost’ she would come back here 
for her shoes because: ‘She was 
properly fitted and though they 
weren't the best-looking pair of 
shoes she ever had—they were the 
most comfortable.’ 

“Today she paid $11.45 for the 
same shoe she bought on July 29, 
1936, at $10.00. The moral of this 
story is that—Folks go along mak- 
ing acquaintances, with little 
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Trade 


thought to making a friend until a 
time comes ‘when a feller needs a 
jriend’—and then, they stop to 
think. 

“Because of this Rationing, we 
look forward to renewing friend- 
ships with many who thought they 
couldn’t afford our shoes, but who 
will now realize that ‘a friend in 
need—is a friend indeed.’ ” 


as * a 





THREE generations at war—the 
Fighting Ebbs of St. Louis. Their 
pictures recently appeared in the 
Missouri Athletic Club paper. Capt. 
Arthur Ebbs, in particular, had a 
ferocious look of determination de- 
spite the walrus mustache turned 
up at the ends like handle bars. 
Arthur Ebbs is the veteran of shoe 
selling in St. Louis and has played 
a prominent part in association life 
for a generation or more. He is an 
honorary director of the National 
Shoe Retailers Association. 

Here’s the warriors’ record as it 
appeared in the Club paper: “Ar- 
thur Ebbs, a long time member of 
the Club, was commissioned lst 
Lieutenant, Co. A, First Missouri 
U. S. V. during the Spanish-Ameri- 
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can War. Later he was commis- 
sioned Captain and Acting Quar- 
termaster, Hospital and Ambulance 
Co., Ist Division, under Major 
General Frederick Grant. His son, 
Lieut. Paul Allen Ebbs, enlisted in 
the Signal Corps, U. S. Army, in 
World War 1, and later attended 
the Artillery Officer’s Training 
School, Fort Knox, Ky. He re- 
mained in service until the end of 
the war. The grandson, Paul, Jr., 
enlisted from Regis College, Den- 
ver, attended the Signal School at 
Chicago, and received a Petty Offi- 
cer rating as Signal man. At pres- 
ent he is on the Destroyer U. S. S. 


MacLeisch, somewhere at sea.” 
* * * 


ANNE O’HARE McCORMICK, of 
the New York Times, at the Fash- 
ion Group War Savings Fashion 
Show of the N. R. D. G. A., said: 
“Store windows, in other words, 
are a front. Who shall say they 
are not a fighting front? In these 
days they show forth what we have 
to do without, what we can make 
of what we have left, how bravely 
and imaginatively we can adapt 
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ourselves to change. The war in- 
dustries are spreading work and 
purchasing power to an extent un- 
known in this country since before 
the crash in 1929. There are mil- 
lions of new buyers for smaller 
quantities of goods, and for that 
reason the accent is on quality. The 
new buyers want things that will 
last, they want help in buying from 
honest and experienced merchants; 
they want to buy things for this sea- 
son instead of next, and this, as 
much as the war shortages, is go- 
ing to force new timetables and 
new techniques in the art and busi- 
ness of selling.” 


x” * + 


“THERE are a lot of women who 
wear under size 54% and over 8’s 
who will have one heck of a time 
in getting their pick of the stocks 
in the next few months, and then 
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WOMEN IN WAR 


a 


—The rapidly accelerating activ- 
ities of women in war work are 
bound to have a marked effect 
upon the apparel industries—and 
especially upon shoes. 

—Current official figures from the 
Office of War Information show 
that 4,000,000 women are in war 
industries today and 6,000,000 
women will be in war industries by 
the end of 1943. 

—Whereas a far greater propor- 
tion of women is thusly employed 
in England. 

—An amusing story in a recent is- 
sue of the New York Times told 
of a conversation overheard be- 
tween a public official and a war 
plant executive during an inspec- 
tion of the plant: 

"Look at that youngster,” the 
official said. “It's hard to tell 
whether it's a boy, or a girl.” 

—"She's a girl and she is my 
daughter.” 

—''My dear sir, | would not have 
been so outspoken if | had known 
you were her father.” 

—"l am not her father, I'm her 
mother.” ; 

—The types of shoes required by 
our women war workers will prove 
an interesting and, we hope, 
profitable problem to shoe manu- 
facturers as well as retailers. 


President 











on for the duration,” believes Har- 
rison A. Baker, vice-president and 
shoe buyer for the Wetherby-Kayser 
shoe stores in and around Los An- 
geles. 

“This store, and other stores 
whose buyers have talked this prob- 
lem over with us, are practicing 
placing orders in the sure selling 
sizes. Where we did buy two to 
four pairs in the hard sizes, we are 
now detailing twenty to thirty pairs 
smack in the middle of the size 
sheet and are forgetting about the 


rest. We are trying to be realistic 
about this present situation, as 
shoes cannot be sized up as here- 
tofore. 

“Take one, group of shoes, an 
alligator retailing for $16.75 
there were some eight different pat- 
terns carried by the store. Now 
there are just two styles and we are 
selling more pairs than ever before 
on these alligators. Orders have 
been accepted which will assure our 
stores of about a thousand pairs of 
these shoes for each of the months 
of February, March, April and 
May. And the sizes right in the 
middle in every instance.” 


+ 7” ” 


THE International Braid Company 
of Providence, R. I., celebrates 150 
years of business life—covering 
1793-1943. It was in the year 
1793, too, that Ely Whitney in- 
vented the cotton gin, making pos- 
sible the growth and development 
of the cotton textile industry. 

In commemoration of its cen- 
tury and a half, International Braid 
Co. said: , 

“In extending to you Our 
Greetings for 1943 we recall 








with pardonable pride our es- 
tablishment in 1793 and the 
intervening One Hundred And 
Fifty Years of peace and war, 
during which period of time 
we have, through the loyal co- 
operation of management and 
workers and the good will of 
our many customers and 
friends, from generation to 
generation, achieved so notable 
a place in the Narrow Fabrics 
Industry of this great Nation.” 


The company also sent out a 
placque of the Bill of Rights, 
which is certainly a fitting em- 
phasis on the “Ten Freedoms” pro- 
posed and approved at the First 
Session of Congress in 1789. Over 
150 years the tie that binds—braid 
—has played its part in shoes. 
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Conference on Shoe Regulations 


Harold Connett, Head of WPB Shoe and Leather Branch, and 


W. W. Stephenson, Chief of Footwear Rationing Branch of 


OPA, Headline Speakers at Waldorf-Astoria Hotel March 1 


—Government Representatives to Answer Questions on 


Rationing and Revised M-217 


AS announced in last week’s issue of the RECORDER, 
the National Shoe Retailers Association is to hold an 
industry-wide Conference on Government Regulations 
on Monday and Tuesday, March 1 and 2, at the 
Waldorf-Astoria Hotel in New York. This conference, 
which will also include the usual semi-annual meetings 
of the N.S.R.A. men’s, women’s and children’s shoe 
style committees, was originally scheduled for later in 
the month, but the announcement of the rationing order 
and the amendments to Conservation Order M-217 
prompted the decision to advance the dates to March 
1 and 2. 

These wartime regulations have unquestionably re- 
sulted in the most extraordinary situation in the history 
of the shoe business, and the widespread interest in 
them is expected to attract a record attendance at the 
meetings March | and 2, especially in view of the fact 
that Monday’s sessions will be given over entirely to 
the discussion of rationing and the new style regula- 
tions, with representatives of the Office of Price Admin- 
istration and War Production Board as _ headline 
speakers. 

Harold Connett, chief of the Leather and Shoe Branch 
of War Production Board, is expected to be the main 
speaker representing that agency on the program for 
Monday morning, which opens promptly at 10.30 in 
the grand ballroom of the Waldorf. W. W. Stephenson, 
chief of the Footwear Rationing Branch of OPA, will 
speak on shoe rationing. In addition, other important 
executives of these government agencies will be present 
and participate in the discussions that will follow the 
principal part of the program. Among those expected 
are A. J. Spring, chief of the Shoe Section of WPB; 
Lawrence Sheppard, deputy chief of the WPB Leather 
and Shoe Branch, and Miss Margaret Cunningham, of 


the OPA Legal Division. 


FOLLOWING the introductory addresses of President 
Harold Volk and announcements by Executive Vice- 
President L. E. Langston, of the National Shoe Retailers 
Association, Mrs. Edna Woolman Chase, editor-in-chief 
of Vogue, is to be the first of the featured speakers on 
Monday morning’s program, her topic being “Fashion 
in Wartime.” Following the main addresses, the pro- 
gram will be opened to general discussion and the entire 
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afternoon session Monday will be devoted to questions 
and answers, with government representatives supply- 
ing the answers. 

On Tuesday morning, March 2, at 10 o'clock, the 
Women’s Style Committee of N.S.R.A. will meet in the 
Jade Room at the Waldorf and at the same hour the 
Men’s Style Committee will hold a meeting in the 
Astor Gallery. At 2 o'clock on Tuesday afternoon, the 
Children’s Style Committee will meet in the Jade Room. 

The following announcement of the Industry-Wide 
Conference was issued last week by the National Shoe 
Retailers Association: 

“In view of Rationing Order 17 announced by the 
OPA on February 7, and the WPB’s Order supple- 
menting M-217 announced February 13, we have 
changed the date of our Industry-wide Conference on 


Government Regulations to MONDAY AND TUES. 
DAY, March 1 and 2, instead of March 29 and 30. 


“REPRESENTATIVES of the War Production Board 
and the Office of Price Administration will appear on the 
opening program, MONDAY, MARCH 1, to discuss 
these new regulations. Following their discussions, 
questions will be presented from shoe retailers and 
manufacturers, and answers will be given by officials 
of both these Government agencies. 

“The entire program of Monday, March 1, will be 
devoted to a thorough discussion and analysis of these 
new regulations, and we suggest that our members send 
their questions to this office in advance, in order that 
all questions may be set up in an orderly manner, with 
the hope that this Conference may completely clarify 
the principal questions with which the Government and 
the shoe industry are concerned. 

“In presenting questions for consideration, please 
make them brief and to the point. Type them, if pos- 
sible—otherwise, write them very plainly. 

“TUESDAY, MARCH 2, will be devoted to meetings 
of the Men’s, Women’s and Children’s Committees for 
general discussions of Shoe Styles Adjusted to Govern- 
ment Regulations. Everyone interested in the shoe 
industry is most cordially invited to attend all these 
meetings. The meetings with government representatives 


March 1 will be held in the Waldorf grand ballroom. 
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The Editor's Outlo ok 


THE IRON HEEL 


IN Great Britain it is compulsory to have all heel repairs 
reinforced with iron or rubber on the chief wearing 
points. In America, the iron heel is now being used by 
Washington on the neck of the shoe industry. We will 
long remember the month of February, 1943. It started 
in with shoe rationing; followed along with the first 
amendments to M-217, complicating and restricting the 
making of shoes; and now come further amendments 
to M-217 that close all avenues of escape. Shoe manu- 
facturers must keep their civilian footwear in the same 
price ranges and lines that prevailed during the last 
six months of 1942. Washington even checked the 
possibilities of an escape from rationing by reducing 
the production of house slippers by 25 per cent. 


WELL, you might just as well acknowledge that shoes 
are on the spot and that even worse may happen. There 
is little refuge in the quotation: “When you get in a 
tight spot and everything goes against you, till it seems 
as if you couldn’t hold on a minute longer, never give 
up for that is just the place and time the tide will turn.” 

You are not in the retail business for a day—we 
hope! You will need good-will, loyalty and friendship 
when this mess is over. The iron heel may have oblit- 
erated, for the time being, the retail selling of some of 
your shoes but, at the same time, the effects of a 
controlled merchandising plan under the authority of 
OPA has made more salable other parts of your stock. 
You have had fourteen months or more of exceptionally 
good business and you should be in a cash position to 
stand some of the blows that have come in the month 
of February. 

Spring is just ahead. It is the season of the year 
when desire for new footwear is strongest. You may 
have to create and stimulate that desire in order to get 
the precious Coupon No. 17. You may have to adopt 
a new store policy of—not how much, but how well. In 
other words, not how many pairs can be sold per per- 
son but how well you can sell that one person one pair 
of shoes before June 15 under coupon rationing. If 
you haven’t sold your customers the idea that you are 
their service station, you haven’t been selling your 
product the right way. So it is up to you to discard 
your old “in again, out again for volume.” Today, thé 
most powerful motive in your business is SERVICE. 


16 


It may have once been STYLE or it might have been 
PRICE, but today it’s “He who serves may profit.” 

The systems of controls are not limited to retail goods 
that are rationed. There is an over-all system of con- 
trols in effect this year that is a powerful weapon of 
war. It is called the CONTROLLED MATERIALS 
PLAN. Its purpose is to “assure a balance between 
supply and demand of the controlled materials, so that 
they will be available to consumers in the quantity and 
form and at the time and place required to meet 
authorized programs and schedules. It provides for the 
division of available supplies of controlled materials 
(mostly metals) among the various claimant agencies 
in the interest of the most efficient use of the materials 
in war production, as well as the further division of 
such supplies between prime and secondary customers.” 

The point we are leading up to is that back of WPB 
and OPA regulations, as applying to shoes, there is a 
basic idea of a controlled merchandising plan. It may 
not be so named, but that’s the idea, nevertheless. If 
we might break down civilian demand into what might 
be called PRIME and SECONDARY consumption, we 
might establish a base whereby shoes could be classified 
as a prime need. Men, women and children, although 
not directly engaged in war, play an important part 
and shoes are a prime necessity if they are to be fit for 
that part. 


|T was the late General Hugh S. Johnson who said, 
time and time again, that leather was the seventh essen- 
tial of the soldier. In civilian life, shoes are at least in 
third position—FOOD first, SHELTER second, CLOTH- 
ING third. (Shoes are, in effect, clothing of the feet.) 
The American need for footwear is most diversified, 
ranging all the way from safety shoes for the protection 
of the worker to slippers for comfort. Americans need 
more shoes than any other nation on the face of the 
globe and we hope that no matter how bitter the war, - 
we won't be reduced—as civilians—to the British and 
European rate of one pair or less per person, per year. 
We are putting a special emphasis on this thought be- 
cause there is considerable interest and influence in all 
of our civilian controls of imitating the British ration 
[TURN TO PAGE 56, PLEASE] 
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SHOE men propose, but OES, OPA and WPB have the 
final disposition these days on matters of styling and 
merchandising. The industry had formulated what its 
members conceived to be a logical program of styles 
and types of shoes to meet the varying needs of the 
wartime Summer of 1943. Then along came rationing, 
quickly followed by Conservation: Order M-217 as 
amended February 13 and 19. People can’t buy as many 
pairs or as many different types of shoes as they might 
otherwise have chosen. Amendments to the Conservation 
Order will be mainly felt in the Fall season, but they 
will also apply to Summer shoes, except those in process 
of manufacture prior to the effective dates mentioned in 
the order. Many of the shoes shown on following pages 
are already on merchants’ shelves or will be cut before 
the effective dates of the new restrictions. Some may 
be banned thereafter. But insofar as they are already 
made or “in process” they form part of the 1943 Sum- 


mer style picture for the merchant and consumer. 
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The Unusually Attractive 
Collection of White Shoes 

Shown Here Includes Styles 

“Sa Typical of Those to be 
= Found in Manufacturers’ 
1943 Lines, But Some of 
Them Will Have Teo Be 
Eliminated or Modified to 
Conform Teo Conservation 
Order M-217 as Amended. 




























Reading clockwise, beginning 
lower left: Youthful low heel 
white suede from I. Miller. White 
suede anklet from Kimel Shu Co. 
Dressy sling pump in white suede 
from Moulton-Bartley. Open toe 
white suede pump from Brown 
Air Step. Low heel suede sling 
pump from Geo. E. Keith. 


Reading clockwise, beginning 
lower left: Smart kidskin oxford 
with moccasin effect toe from Wil- 
bur Coon. White elk perforated 
loop tie on 14/8 heel and 45 walled 
last from Gilbert Kali-Sten-lks 
Madam-Ettes. Summer open toe 
oxford in perforated white calf- 
skin from Vitality. Another dainty 
opened-up oxford in white kid- 
skin from Julian & Kokenge Co. 


AT the present time white shoes are especially affected 
by the restrictions of Ration Order 17. Every year 
shoe stores expect to do the bulk of their white business 
between the middle or latter part of May and July 4th. 
Sales of whites in southern states, of course, start earlier. 
If a woman is willing to use her first coupon on white 
shoes, as many already are reported to have done, thus 
losing the chance to buy black or colored Spring shoes 
on this coupon, she will then have her new white shoes 
in time for the Decoration Day week-end. In her case, 
the problem is solved. 

But if this imaginary woman customer spends her 
first coupon for Spring shoes and reserves her second 
coupon for whites, she cannot have her white shoes until 
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June 16th, when the second coupon becomes available 


for use. It has been a tradition in many shoe stores to 
put whites on sale immediately after July 4th. This 
year, however, there will be few shoe sales, except those 
held to clean up odds and ends, so that consideration 
will hardly cause women to hesitate about spending this 
second coupon for whites. 

The fact that the third coupon would not be available 
before October 15th might make some women prefer 
to buy Fall shoes with their second coupon. Several 
solutions have been suggested for this dilemma. One is 
to change the termination date of the first coupon from 
June 15th to some time in May. A leading manufacturer 

[TURN TO PAGE 40, PLEASE] 
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Clockwise, beginning lower lejt: 
Soft Summer oxford with open 
toe from Marshall, Meadows & 
Stewart Casual Classics. Com- 
fort feature oxford in tan cal}- 
skin from Conformal. Com- 
fort type oxford in crushed lea- 
ther from Irving Drew. Square 


toe ghillie from D. Myers. 


To Countless Women and Girls 
Summer Shoes Have Meant, First 
and Foremost, Tan and White Spec- 
tators. Today, with Color Com- 
binations Out for the Duration and 
No More Bright Colors Being Dyed, 
They Have a Choice Between All- 
White or Dark Shoes. Which They 
Will Choose Will Depend Largely on 
How They Plan to Use Their First 
and Second Ration Coupons. Shoes 
Shown Here Are Typical of the 
Shoes in Dark Colors Already Made 
or in Process of Being Made for 
Spring and Summer. 


















—— 

















Shoes Shown in Accompanying Illustrations Were Photographed 

from Manufacturers’ Spring and Summer Lines. Some of the Styles 

Shown Here May Be Eliminated or Subject to Modification Under 
Conservation Order M-217. 


ONE year ago experts on women’s fashion coordination 
began talking about the new look of dark shoes and ac- 
cessories—especially black—with the new pastels and 
neutrals in ready-to-wear. Today we are lucky that 
women have been learning to like this kind of coordina- 
tion, for, before long, black, brown and russet—plus 
white, of course—will be the only shoe colors available. 

The dark colors that you have been buying for the 
Spring into Summer season, however, will include two 
other colors permitted under the original M-217 Order, 
but now forbidden under the amendment to that Order 
unless the leather was finished prior to March 16, 1943. 
These two colors—Turftan and Bluejacket or Navy 
Blue—have been selling well and will be even more in 
demand now that women know that they will not be 
available after the present supply is finished. Turftan 
is the season’s brightest color under M-217 and is a 
lively contrast for navy, black and the light neutrals. 
The demand for navy shoes during the first week of 
shoe rationing shows what women think of navy shoes 
when they realize that they will not be available later on. 

As you run out of sizes in these two colors, you will 


Clockwise, beginning lower left: 
Softly tailored tan calfskin pump 
from Natural Bridge. Opened-up 
pump with grosgrain bow trim 
from Johnson, Stephens & Shinkle 
Rhythm Step. Black calfskin tail- 
ored pump from Rice O'Neill. Un- 
lined spectator pump in tan with 
simulated tip and fox, a J. P. 
Smith British Walker. 


have a chance to do a selling job on black, Army Russet 
and Town Brown. One practical value in buying one 
of these colors this Summer will lie in the fact that these 
will be the only permitted colors for Fall and will, there- 
fore, be the colors that will look fashion-right. Black is 
always a leader, of course; in patent leather for Spring 
and in suede for Fall and Summer. But this past year 
black in smooth leathers has shown a substantial gain. 
The general trend to smooth leathers has taken in black 
in both dressy and tailored or “service” type shoes. 
Women in the uniforms of the Red Cross Volunteer 
Services and the WAVES have been good customers for 

[TURN TO PAGE 58, PLEASE] 


Left: Navy buckle monk casual 

from Swan. Right: Espadrille in 

Turftan suede, a dressy casual from 
Middletown Leisure Loungers. 














by JOHN REILLY 










White group including ven- : 
tilated and custom types. 
Left to right: a Jarman 
shoe, General Shoe Corpora- 
tion; a Wealk-Over shoe. 
Geo. E. Keith Co.: W. L. 
Douglas Shoe Co.; M. A. 
Packard Co. 


| WHITES for SERVICE, | * 


This Merchandise Was Photographed from Manufacturers’ Lines Before the Rationing 
Order and Subsequent WPB Conservation Order. It Is Typical of the White Shoe Stocks Th 


Now on Order or on Merchants Shelves. = 








This attractive white 
| group includes shoes 
| from, left to right: En- 
dicott-Johnson Corp.; 








Curtis Shoe Co., Inc. 
Friedman-Shelby Shoe 
Co.; Stetson Shoe Co., 
Inc. 
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Represented in this white 
group are shoes from. 
left to right: Stacy-Adams 
Co.; Hanan & Son; a 
British Walker shoe, J. 
P. Smith, and a Roblee 
shoe, Brown Shoe Co. 









UTILITY and RELAXATION 


THESE are the white shoes that mer- 
chants bought for Summer before the 
rationing order was issued. This order 
puts them more definitely than ever in 
the service and utility classification 
and makes their use for wartime re- 


laxation less important. First consider- 


ation in your white selling should be 


its classification for service needs. 
Naval uniforms for tropical and Sum- 
mer wear call for whites of the plainer 
variety in bluchers, bals and in the 
strap monk or aviator type. In these 


classifications, practically every manu- 























In this group of plain toed white shoes, 
suitable for wear with Summer Naval uni- 
forms, left to right, shoes from: Winthrop 
Shoe Co.; E. E. Taylor Corp.; Florsheim 
Shoe Co.; an American Gentleman shoe, 


facturer is very well represented. With 
doctors, hospital employees and certain 
restaurant personnel the all-white shoe 
is an essential item, too. Naturally 
they have more latitude in the types 
they can wear. 

The greatly curtailed Florida sea- 
son, and the fact that Southern travel 
is not a matter for practical considera- 
tion this year, makes it difficult to find 
an accurate barometer for the strictly 
civilian reaction to the white situation 
at this season of the year. On the West 
Coast, and in the South, particularly 
in the larger cities, white shoes are 
bought early, and worn during the 
whole Summer. Men in these geo- 
graphical locations may well buy white 
shoes with their first coupons, saving 
their second and third for buying 
[TURN TO PAGE 58, PLEASE] 


Craddock-Terry Shoe Corp. 






























Timely Tips on Fitting Feet 
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The Quartermaster Corps has taken cog- 

nizance of the vital part that will be 

played by good shoes properly fitted in 
winning the war. 


THE most important thing in a shoe besides the foot 
is the fit. Regardless of materials or construction, a 
shoe will never be satisfactory unless correctly fitted. 
Many a horseman who may be wearing misfitted shoes 
himself would not dream of having a shoe on his horse 
that did not fit the hoof. So the blacksmith forges and 
bends and molds the horseshoe to fit every contour of 
the horse’s hoof so that the horse will have perfect free- 
dom of motion without cutting its ankles with sharp 
caulks and so that every step may be in perfect coordina- 
tion. Now this may seem to be an over-drawn simile, 
but is it? A horse may forfeit a ribbon, a race or a 
life because of a loose nail, while man, in addition to 
other losses, may suffer the tortures of the damned 
because of misfitted shoes. 

The Quartermaster Corps has taken cognizance of 
the vital part that will be played in winning the war by 
properly fitted feet. Foot measurements are now taken 
with two buckets of sand added to the body weight to 
represent the additional pack weight to be borne by the 
feet. Never before has shoe fitting meant so much in 
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our national economy as it does in today’s war effort. 


Civilians and war workers need this expert attention 
fully as much as the military. 

Shoes are lasted and moulded to fit all of the general 
foot types. It would seem then that it is but a matter 
of fitting the foot with the type of last it should have. 
This may well be true of an expert fitter who can size-up 
a foot coming toward him and judge its size from long 
years of fitting. He can also judge its defects and the 
correctness of the fit from the appearance of the old 
shoe, yet he very carefully takes complete measurements, 


leaving no room for guess work. 


You never hear an experienced fitter ask a customer 
what size he wears or see him look in the old shoe for 
the size. He is concerned only with the measurements 
of that foot as of today and the last in which it should 
now be fitted. Many a shoe man can look at a foo and, 
without taking a measurement, fit it correctly on the 
first try, but this is neither good form nor good policy. 


Boot and Shoe Recorder 


. fn RR 





























t 





4 


i 
| 
1] 
: 
2 
j 


se 


> 


a 
F 








CHAPTER III: 





Measuring the Foot 


In This Installment of His Series of Practical Articles 
on Shoe Fitting, Written Especially for the Salespeople 
Who Have Recently Joined the Selling and Fitting 
Staffs of Shoe Stores and Shoe Departments, Mr. 
Morgan Discusses the Importance of Correct Shoe 
Fitting and Outlines in Simple and Easily Understand- 
able Terms, the Procedure to Be Followed. While This 
Series Was Planned Especially to Help the Salespeople 
Who Have Recently Taken Up the Important Work of 
Shoe Fitting as a Result of Wartime Changes in Store 
Personnel, the Discussions Are Sufficiently Broad and 
Comprehensive to Include Many Matters That Will 
Also Be of Interest to More Experienced Shoe Fitters. 








All too often shoe fitting is confused with merchandise 
selling, whereas it is really in a definitely professional 
groove. The fact that shoe fitting is a professional busi- 
ness is not sufficiently stressed to newcomers to the shoe 
industry. Only by making this a lasting impression on 
both the fitter and the customer can we hope to attain 
our rightful and lasting position in the scheme of busi- 
ness philosophy. 


THE measuring device may be a size stick, a pedo- 
graph or a fluoroscope or a combination of these with 
an X-ray fitting machine. Or it may be one of the sev- 
eral specially designed scientific fitting devices on the 
market. Regardless of the measuring method used, 
there is, in the writer’s judgment, only one way to fit a 
shoe correctly. The heel must be. well back, fitted snug- 
ly in the shoe heel and the ball-joint or large toe joint 
must be in the widest part of the shoe. The shoe leather 
should fit up snugly in the arch all the way from ball to 
heel. There must be no gaps or bulges around the heel. 
The waist-leather must fit snugly over the instep. Be 
sure that the ball of the foot is in the widest part of the 
shoe WITH THE WEIGHT OF THE BODY ON THE 
FEET. This will allow the forepart of the shoe to crease 
just forward of the ball and permit the toes to lie out 
comfortably straight. While every other part of the foot 
should be held snugly in the shoe, the toes should have 
perfect freedom of motion without friction or binding. 

Since we are going to fit these shoes for walking and 
standing purposes, we should take the measurements 
with the body weight on the measuring device. Keep the 
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heel snug against the back-stop and the large toe (or 
the longest) straight. Measure from heel to ball and 
from heel to toe. If you find a difference in this mea- 
surement, then you must compromise so as to correctly 
fit from heel to ball. If the toe measurement requires a 
longer shoe, then use the longer size if it does not throw 
the ball more than a half size back of the widest curve 
in the shoe. In any case the toes should have at least 
a half-inch play in the shoe without danger of striking 
the toe cap. The width measurement may be taken 
with the customer sitting if you exert a slight pressure 
just above the metatarsal heads with your thumb. Ask 
your supervisor to explain every detail of the measuring 
devices to you. 


BECAUSE of long and short vamps and long and short 
arches, the shoe size that a customer may have in mind 
is no guide to a correct fit. Many people, when correctly 
fitted, say: “Oh, but the shoe is too long. My toes only 
come to there.” They, of course, do not understand the 
necessity of fitting heel to ball, and so we must patiently 
explain to them the reasons for this scientific fitting. 
Since the average individual is so much in the dark on 
the mechanics of their feet, we must point out to them 
why shoes are lasted and moulded to fit at those points 
of the foot that will give the proper support, freedom 
and comfort. Once they understand our reasoning they 
will be much easier to convince and will undoubtedly 
return for more perfect fittings when their value 
has been demonstrated to him through service. 

[TURN TO PAGE 65, PLEASE] 
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MARSHALL, MEADOWS & STEWART, INC. 
and C. B. SLATER COMPANY 
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best stores are featuring shoes with Spaulding Counters. Right- 


ful feature . . . something to be proud of. A Spaulding 





Counter in a shoe is proof of extra care in detailing . . . 
an indication that the manufacturer is building the 


highest possible quality into his product. 





Particularly important today when shoes 
must do double duty — when superior fit, 
flexibility and strength are needed more 
than ever. Spaulding Fibre Company, Inc., 


North Rochester, New Hampshire. 





In a recent issue of WAAC shoes a large ma- 


nr | . al jority of the manufacturers used Spaulding 
th, > 
| Counters. They’re dependable. Why should 


anyone be satisfied with less? 
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Children’s Shoes for Summer Selling 


by ANNE R. DAVID 
SPRING and Summer, 1943, present a prob- 


lem to the retailer of children’s shoes unlike 
any that has faced him in the past. What 
should he do about merchandising his white 
Shoes now that rationing of shoes is in and 
customers are going to think twice about how 
they spend their prized coupons? 

The question of white shoes is one that has 
been debated extensively, with many shoe men 
leaning toward a policy of caution. But 
there will still be a demand for white shoes, 
particularly for the younger set, children have 
been among the largest users of whites in the 
past. We think they will continue to want them 
—and for the following reasons: 

First—Easter comes late this year—April 
25th. With only one coupon to spend between 
now and June 15th, and with Easter coming 
in the middle of that period, it is not unlikely 
that many customers will hold their coupons 
until just before Easter, preferring to spend 
them then for a smart dress type to wear on 
Easter Sunday to squander them beforehand 
and have no coupon to use at that time. 

Second—War or no war, rations or no 

[TURN TO PAGE 65, PLEASE] 


Clockwise starting lower left: Bare- 
foot sandal with very low heel-- 
Peters. The moccasin idea in a four- 
eyelet oxford—Red Goose from Fried- 
man-Shelby. Moccasin type blucher ox- 
ford—Sweetbriar from Natural Bridge. 
Moccasin front walled last oxford— 
Free Tread from W. B. Coon Juvenile 
Division. One-strap pump in alligator 
print—Dr. A. Posner. Saddle oxford 
in tan—VW . L. Kreider. 


This Summer Your Particular Job 
Will Be to Guide Your Customers 
in the Wise Spending of Their 
Prized Coupons. Mothers Will 
Be Particularly Interested in 
Getting the Right Types of Shoes 
Which Will Give Good Service. 
You Can Sell Them the Shoes 
You Have on Hand or on Order 
Until the New Restrictive Order 
Takes Effect. 


Clockwise, starting lower left: T-strap 
pump with perforations and stitching 
—Stride Rite from Green. Soft. casual 
moccasin with rawhide lacing—Star 
Brand from Roberts, Johnson & 
Rand. Perforated oxford with slashed 
eyelet stay—Poll Parrot from Roberts, 
Johnson & Rand. Open toe oxford 
with slashed sides—Buster Brown. 


Note: Many of the shoes shown here are no longer per- 

mitted under the recent amendment to M-217. They are, 

however, similar to those on your shelves which you'll 
sell jor Spring and Summer wear. 





Left to right: Two-strap sandal for the infant’s Sum- 
mer shoe—Mrs. Day. The perforated vamp in this 
boot makes jor coolness—Baby Deer from Trimfoot. 
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THE War Department has announced stringent regula- 
tions governing the acquisition of all shoes by military 
personnel except shoes issued to enlisted men for field 
service. Officers and enlisted men not drawing “issue” 
shoes in the field, who hold War Ration Book No. 1, 
will use it to purchase shoes in the same manner as 
civilians. 

Officers and enlisted men who do not hold War 
Ration Book No. 1, or who do hold it, but already have 
used the stamp now designated for shoes, must pur- 
chase shoes on the basis of a shoe certificate which can 
be obtained from an authorized officer. 

It was stressed that Post Exchanges will have no spe- 
cial status, but will operate in the same fashion as all 
Sales of shoes in the ex- 
changes will be made only upon the surrender by the 
purchaser of a shoe stamp or a shoe purchase certifi- 


civilian retail shoe stores. 


cate. 

Military personnel are prohibited from buying shoes 
for any but personal use, and are directed to buy only 
enough pairs to meet their minimum shoe requirements. 
As in the case of civilians, however, military personnel 
living with their families may transfer their shoe stamp 
to any other member of the family. 

Ss o we 

Conservation Order M-265, under which cattle hides 
and calf and kip skins suitable for the manufacture of 
garment leather are restricted to military and Lend-Lease 
products, has been extended to April 15 by WPB. The 
order is intended as a stop-gap to prevent diversion of 
the hides and skins in question to non-essential garment 
leather pending preparation of a more comprehensive 
order, which will be issued shortly. 


* * ” 


PERSONS leaving the United States on war assignment 
have been authorized by OPA in Amendment No. 1 to 
Ration Order 17 to purchase the number of pairs of 
shoes needed for the period they Will be abroad. To 
acquire more shoes than the ration order allows, appli- 
cation must be made in writing to a district OPA office. 
or an authorized War Price and Rationing Board, for 
the additional stamps or temporary shoe purchase 
certificates necessary. 

This amendment of the ration order was made to 
provide sufficient footwear for members of the Red 
Cross, diplomats, foreign correspondents, radio com- 
mentators and others whose work may take them out 
of this country for a considerable length of time. The 
same provisions apply to a member of the traveler’s 
family who accompanies him. In making application 
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for extra stamps, the applicant or his agent must give 
complete information on his needs to become eligible 
for additional shoes. 

The amendment also provides: (1) persons already 
living outside the United States can have a member of 
their family, or an agent, apply for the extra stamps 
so shoes can be purchased for sending; (2) any mem- 
ber of the armed forces of the United Nations may 
acquire shoes furnished or sold him by a branch of the 
United States’ armed forces without surrendering ration 


currency. 
* 7 . 


To alleviate the present shortage of children’s footwear, 
a plan was recently announced in the London newspapers 
for establishment of a shoe exchange whereby children’s 
outgrown shoes may be used again. Cooperation was re- 
quested of mothers, school teachers, nurses and any per- 
sons connected with local organizations. The plan met 
with hearty response from all parts of the country. Similar 
plans have been in effect in other parts of Europe and 
are also being started in the country. 


4 * a 


QPERATIONS of manufacturers and chain wholesalers 
under GMPR have been simplified by OPA through a 
requirement that those businesses for the first time con- 
sider their separate establishments which are under a 
central pricing office as parts of one selling unit. Here- 
tofore, under GMPR, wholesale distributers were re- 
quired to determine and report prices separately for 
each sales establishment they owned. Separate pricing 
is still in force for retailers for whom, OPA said, it has 
beneficially. But 
wholesalers and manufacturers separate pricing has pro- 
duced some administrative difficulties and 
somewhat with business practices. The interference is 
eliminated by Amendment No. 43. 


worked satisfactorily and among 


interfered 


The change is effected by modifying the definition of 
“seller” as it affects those who are not retailers, to pro- 
vide that all selling outlets whose prices for most com- 
modities customarily have been determined at a central 
office, be considered as one “seller.” Thus, among other 
advantages, the owner may have his records kept in 
one place and make only one report to OPA from this 
central office, instead of reporting for each outlet to the 
OPA office designed for its particular area. 

If a wholesaling business is organized so that its 
prices are fixed in several locations, each of which 
covers a number of selling establishments, each pricing 
office and the places of business it controls will be con- 
sidered as one selling unit under the amendment. 
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Retailers Report on Rationing 


Additional Replies Received in Recorder's Survey 


Show Panic Buying by Public Was Nation-wide but 


Tapered Off after First Rush—Service Is Sought 


PAUL V. KIRSH, The May Company, Los Angeles, 
Calif. ‘ 


“WOMEN’S shoe sales for the past week have in- 
creased two to three times in volume over the same 
period a year ago. Men’s and children’s sales are about 
double for the same period. 

“Men’s and children’s shoes purchased were more 
durable types. In women’s shoes, the major trend was 
to types, colors and materials of more durable types. 
However, all novelties are selling. 

“Greens are completely sold out. Reds are selling in 
a more normal way. We have very few calls for two- 
tone whites and no calls for all-whites except in service 
types. We note a very definite stoppage of sales of play 
and casual type footwear in both men’s and women’s. 
Also that the buying public is regaining a more normal 
procedure in purchases. As it is not healthy for any of 


us in the shoe industry.” 
* * * 


JOHL & BERGMAN, Greenville, Miss. 


“THE first two days of rationing, people were panicky 
and bought more than usual; then they settled down. 
Ninety per cent of sales were black; 10 per cent tan, 
red, green, two-tones. No white sold. 

“Something must be done about play shoes and 
white; also children’s shoes. If something is not done 
in regard to whites and play slippers, merchants are 
sunk.” 

* at * 
PAUL A. JESBERG, Jesberg's Walk-Over Shoe 
Store, Los Angeles, Calif. 


“FIVE days’ selling under rationing shows heavy in- 
creases pair sales especially women’s. The public is 
apprehensive of possible shoe shortage; preferential 
buying is of better grades and essential types. All white 
sales are normal but high colors and two-tone are 
limited. Public’s acceptance of the general plan is good 
except they feel the restrictions are too severe for 
children.” 
- at a 
CAL H. CONNER, Younker Brothers, Inc., Des 
Moines, lowa 


“THE public has bought more shoes from $6.50 up, 


and the customers seem especially interested in known 
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lines (named lines), and our own and nationally ad- 
vertised lines. 

“Interest in red and green shoes has dropped con- 
siderably, although a few are still being sold. 

“Business on low-priced play shoes up to $4.00 is at 
a standstill. 

“The types selling are about the same as the most 
popular selling types for the past six months, with a 
little more interest in 14 to 16/8 heel leather exfords. 
However, there seems to be no panic buying on these. 

“If the trend continues, I believe the government 
would eliminate waste and hardship on the retailer if 
they would allow the low-priced play shoes and red and 
green already made up or in process to be sold on a 
non-rationing basis as well as working out a non-ration- 
ing basis for short line sale shoes which would not now 


be re-ordered.” 


* at at 


MAX LACKNER, The May Company, Denver, Col. 


“PUBLIC buying more shoes since rationing. All types 
selling except casuals. Men’s shoe sales only fair. Red 
and green good. White spectators selling. Women buy- 
ing high style shoes wherever possible to obtain due 
to publicity given because of discontinuing of high light 
in footwear. Matrons are buying more staple foot- 


wear.” 
* te wt 


W. J. CRAWFORD, Peoria, Ill. 

“VOLUME even with last week although fewer pairs 
sold. Men wanting best grades obtainable in customary 
styles. Women grading up; also medium and low heels 
lead, not switching to oxford types; high heel sales off 
about half; high styles. Reds, greens, beiges selling but 
no calls for play shoes.” 


* * 


KNIGHT SHOE COMPANY, Portland, Oregon. 


“PUBLIC purchased more shoes than usual past week, 
top price, staple and fancy. Spectator two tones good. 
Reds and greens slow. Very little call for white. No sale 
at all for tennis shoes as people will not give up stamp 
for this type of shoe. 

[TURN TO PAGE 32, PLEASE] 
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OR YEARS and YEARS WE’VE TALKED 


JADE NAME, 


But never did we think that 
















trade names would be such a dominating 
factor in a buyer’s market. Today, more 


es it hn A than ever, women will demand the most 


for their money. They will insist on 






established, reputable trade names they 
know ...shoes they can buy with 
confidence. 







The reputation of CONNIE, 
PARIS FASHION, NATURAL POISE 
and JACQUELINE SHOES, built through 


years of consistent national advertising 






SHOE CREATIONS 







... their recognized quality and value, 


Z ; more than ever before, will make the 
OME franchise for our four great names an 


invaluable asset to every store featuring 
Q) PERFECT ARCH SHOES these shoes. 









Feature these names strongly in your 


newspaper advertising and in window 






and interior displays. 







DAL PA eeiseee WOHL SHOE COMPANY © ST. LOUIS 
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Retailers Report on Rationing 


[CONTINUED FROM PAGE 30] 


MOSE LEIBOWITZ, M & L Shoe Store, York, Pa. 


“THE rationing of footwear opens up a new era in the 
field of footwear retailing. It will introduce new types 
of practical footwear to the same people who previously 
have never worn utility shoes. It paves the way for the 
right shoe for every occasion with the result that in the 
post-war period it will be more pairs per person.” 


* we os 


H. C. VOLLRATH, SR., John Taylor Dry Goods 
Co., Kansas City, Mo. 


“THE public has bought too many shoes during the 
first few days of shoe rationing. We have had a tre- 
mendous increase in sales over the same week a year 
ago. 

“More sane, sensible types have been purchased by 
women—for the most part welt sole footwear. 

“I think two-tone shoes now in stock will sell, also a 
reasonable amount of all whites later on in the season.” 


* % t 


KEITH POTTER, Potter Shoe Co., Huron, S. D. 


“FIRST week’s shoe rationing has stimulated sale of 
better shoes. All types moving with emphasis on ma- 
tronly shoes. Red, greens, two tones are selling but 
looks like sale of these together with whites will be 
slowed down considerably; sales of inexpensive novelty 
and play shoes adversely affected.” 


* * * 


R. M. CREWS, Albert Steinfeld & Co., Tucson, 
Ariz. 

“IN answer to your letter regarding the rationing of 

shoes, we find that the public are buying more shoes in 

our store, due to the fact that we handle higher grade 

shoes than in other store in town. 

“There seems to be a slight trend toward more staple 
types of shoes. Colors have continued to sell with us. 
and Spectators would be terrific if we had any left. Of 
course, white is always a big item here in Tucson. Our 
I. Miller sales have jumped 60 per cent.” 


* % - 


CLAYTON MARCY, Given Brothers Shoe Store, 
Albuquerque, N. M. 


“T HE public bought more shoes than usual during the 
first few days of rationing. Both men and women pur- 
chased serviceable types. 

“Reds, greens, and two-tones altogether did not 
amount to more, than 10 per cent of sales. 

“On the whole, it is our opinion, that the public is 
buying better shoes.” 


W. D. WRIGHT, Wright-Scruggs Shoe Co., Spar- 
tanburg, S. C. 


“WE have had a big week in sales of ladies’ conserva- 
tive shoes in better grades. It has been very disappoint- 
ing to us, however, in the sale of reds, greens, and 
beiges. 

“Unless we are afforded some relief from the govern- 
ment in reference to sandals, priced from $2.95 to 
$4.95, I am afraid we will be unable to sell them. Our 
customers, since having to use their coupons, are buying 
a higher grade of shoes. 

“We have also noted in the past week that many who 
have previously purchased shoes from the cheaper shoe 
stores are coming here for shoes of better quality.” 


oo © a 


JACK ROSENBERG, The Hecht Co., Washington. 


“PEOPLE are buying shoes, just as if the factories are 
going out of business. We have been very, very busy. 
Most people, of course, are buying one pair. 

“Walking types are the best sellers; early demand 
for blues. The few two tones, such as brown and 
whites, are selling now. We do not have many reds or 
greens. Higher price shoes are selling. 


* * * 


CHARLES A. MANNING, Manning-Armstrong, 
Waterbury, Conn. 

“Q} UR store carries women’s shoes only—$5.00 to 
$10.95. 

“We have had crowds all the week doing easily 
double what they would ordinarily do. 

“Customers are buying our best grades. The cheap 
chain stores in town are not very busy. 

“Red, green and beige are going fast. 
white combinations will be entirely gone by March 1. 


Tan and 


We received 200 pairs of spectators in November which 
are practically all gone.” 


* * oe 


THOMPSON COMPANY, Salt Lake City, Utah. 


“BUSINESS is good. We have some two pair sales. 
The majority are single pairs. All types are selling 
easily with the exception of play or casual shoes. Our 
red and green shoes are about gone. Two-tone specta- 
tor pumps and oxfords represent a very small stock. 
We have plenty of white shoes on order. Strong demand 
for better shoes.” 


* a et 


T. E. LYONS, Kansas City, Mo. 
“TWENTY-FIVE per cent more volume first three days. 


We are now doing normal business. 
“Basic type for the longer pull is selling at $6.95 to 
$12.75.” 









































[a lect 


a 


er 










32 


Boot and Shoe Recorder 













FORECASTING FORTUNE'S FUTURE--- 


oi | We're not consulting a crystal ball to see what's ahead for Fortune. The groundwork has been laid 









va- ..- Fortune is already America’s leading brand in its price field. We're simply making the plans 


se today so that, tomorrow, Fortune will still be first in America. Our research department 








nd 
is busy and the future looks exciting . . . but, while keeping an eye on tomorrow, 
n- 
to we haven’t forgotten there's a war to win first. As a matter of fact we are all working 
ur ie 
- harder and longer today tifan ever before—working for victory and a future with Fortune! 
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FORTUNE 
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Marshall Field & Company, Chicago, Fits 
Safety Shoes to Women During Lunch 


Hours and Rest Periods and Between Shifts 





in Nearby War Plants. Orders are Taken 
and Shoes Delivered to the Plant, Thus 


Saving the War Worker's Time. 
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The poster shown at the left is posted 

in strategic places by Marshall Field & 

Co.s basement shoe department. Its 
reverse side is shown below. 


: 


Sell °Em While They Work 


THE war may be reducing the number of style shoes 
available, but the fact that there are so many women in 
industry has already created a good market in an 
entirely new type of women’s shoes—safety shoes. An 
excellent example of what can be done in merchandis- 
ing of a safety shoe by a good women’s department has 
been set by Marshall Field & Co., Chicago. 

A specially built safety shoe is now being featured 
by the basement shoe department in charge of Arthur 
Brown. The shoe, which has been approved by the 
National Safety Council, is not only efficient and “safe,” 
but is also comfortable and attractive. Made in black 
and brown calfskin, the shoe has an inner plastic safety- 
box toe which can withstand a 20-pound weight dropped 
12 inches or a sustained weight of 200 pounds. It is 
resistant to oil and grease which means that if the 
defense worker’s shoes become soaked with grease in 
the line of duty, the plastic will not soften and lose its 
efficiency. The safety toe is also constructed so that it 


genni dine 
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cannot come in contact with an irritated, sensitive skin 
that might be allergic to the plastic. 
An outstanding feature of the shoe is its platform Salat legen vag wide ves 
io ; . Fined by tained saleapenple .. . ful ange of ses, 4 1, AAA tC 
sule, constructed of a resilient cork material which pro- a ers: 
vides a comfortable surface on which to stand for long “os 
[TURN TO PAGE 47, PLEASE] 
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“MAY WE BE OF SERVICE TO YOU 
IN MEETING ANY LEATHER PROBLEM 


U. 5. Service Shoe 
Chrome Retan Sides . . ... . . « + Grain Finish 
Chrome Retan Sides . . ... . . . « Flesh Finish 


U. 5. Parachute Jumper Boot 
5 to 6 oz. Chrome Side (Color 1065) 


Women’s Army Auxiliary Corps 
3 to 3% oz. Full Grain Kip Side (Color 1064) 
3% to 4 oz. Full Grain Kip Side (Color 1064 


Garrison Oxford 
. 3% to 4 oz. Chrome Tanned Boarded Side 


Strap, Cases and Various Specialties 
All Weights . . U. S. Government Specification KKL 271 


Harness, Etc. 
All Weights . . U. S. Government Specification KKL 171A 


Snow Shoes 
Rawhide 


Officer's Boots, Shoes, and Oxfords 
GAMBOLA . . . . . . Army Russet and. Town Brown 
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Limited Group of This Class of Footwear and Certain 


Other Types Not Ordinarily Worn on the Street Re- 


leased from Control if Already in Stocks or in Process 


—Baby Shoes Non-Rationed to Size 4 


WASHINGTON, D. C.—A limited group 
of “play” shoes and certain other types 
not ordinarily worn on the street which 
are already in the hands of shoe stores 
and wholesalers or in process of manu- 
facture have been released from ration 
control as of Thursday, Feb. 25, the 
Office of Price Administration an- 
nounced on Feb. 22. 

At the same time, OPA revised its 
definition of “infants’ shoes” to place 
in the non-rationed classification all 
baby shoes up to size 4, whether made 
with hard or soft soles. Originally, only 
soft-soled infant shoes were “ration 
free.” Sizes above 4 now will be sub- 
ject to rationing whether the soles are 
soft or hard. 

Specifically excluded from rationing 
by the new ruling are current stocks of 
ski shoes, skate shoes, rubber-soled 
shoes with fabric uppers, locker san- 
dals, bathing slippers, and a variety of 
other play shoes with uppers made of 
fabric or types of leather that are not 
on the critical list. 


Limitation of Exemption 


The exemption is limited to stocks of 
these shoes now in the hands of re- 
tailers, wholesalers, or manufacturers 
or which are manufactured before 
April 16, 1943. Any made after that 
date—and OPA is requiring manufac- 
turers to mark them—return to the 
rationed list. 

Also in the new exempt class are all 
imported Mexican huaraches (a sandal 
type shoe with a woven leather upper) 
that are released by the Collector of 
Customs before June 1, 1943. 

A third category, which is completely 
exempt from rationing regardless of 
the date of manufacture, includes: 

All footwear that does not have a 
rubber or leather sole and in which 
leather is only used as hinges, tabs, 
heel inserts, or other non-skid or sound- 
proofing features covering not more 
than 25 per cent of the bottom sole 
area; and all burial slippers. 

“This limited and temporary relaxa- 
tion of the shoe rationing regulation 
has two main purposes,” OPA said. 

“First, because sales trends since ra- 
tioning began indicate that the public 
is loath to spend a ration stamp for 
play types. This not only has tied up 
extensive stocks already in the hands 
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of shoe retailers and wholesalers, but 
also has begun to affect severely the 
operations of many manufacturers. If 
this condition were allowed to continue, 
crews of skilled workmen would dis- 
perse and future production, not of 
play shoes, but of more essential types 
would suffer. 

“Secondly, play type shoes contain 
walking mileage. By wearing them in 
off hours or for recreation, the public 
will be saving its street and work shoes 
for really essential use. 


Limit Protects Supplies 


“A time limit has been placed on the 
exemptions to protect supplies of mate- 
rials and to encourage manufacturers 
to change over to the manufacture of 
more useful types for which the public 
will be willing to surrender a ration 
stamp. 

“This time limit, of course, applies 
only to the date on which the shoes are 
manufactured. From the standpoint of 
the public, the shoes that are being 
excluded from rationing very likely will 
be on sale in retail stores during the 
entire summer.” 

For the benefit of the shoe trade, 
which must use the few days before 
the effective date to rearrange store 
stocks, OPA listed the following defi- 
nitions of non-rationed play shoes: 

(1) Shoes with a platform and with 
a heel height of 156 inches or less whose 
upper is made wholly of fabric, imita- 
tion leather, sheepskin, cape, or a com- 
bination of these materials. 

(2) Shoes with a platform and an 
open back, and with a heel height of 
156 inches or less, whose upper is made 
of kipskin or kipsides, wholly or in 
combination with fabric, imitation 
leather, sheepskin, or cape; 

(3) Shoes with a wedge hee! of 15% 
inches or less in height whose upper is 
made wholly of patent leather, and 
which have a platform and open back; 

(4) Shoes with a heel height of 15% 
inches or less whose upper is made 
wholly of imitation leather; 

(5) Shoes (sandals) with a _ heel 
height of 1% inches or less, with an 
open back, whose upper is made wholly 
of fabric, imitation leather, sheepskin, 
cape or a combination of these mate- 
rials. 





[Note—A “platform” is trade termi- | 
nology for a “false” sole, usually one- 
quarter inch or more in thickness, be- | 
tween the shoe upper and the actual 
outer sole. Platforms are made of a 
variety of light-weight, flexible mate- 
rials, such as pressed hair or cork. 
Men’s, women’s and children’s play 
shoes use the platform sole.] 

A “wedge heel” simply refers to the 
“wedgie” type of shoe, which either 
has a walking surface that is entirely 
flat from heel to toe or is only slightly 
arched under the instep. 

Kipskin, as used in play shoes, is a 
very light-weight cowhide of inferior 
texture and quality. 


Shoes to be Dated 


For the specific information of manu- 
facturers, OPA stated that after April 
15 they will be required to mark the 
month and year in which the shoe is 
packaged on each shoe of the types 
specified which are completed, packaged 
or shipped from the factory after that 
date. The date must be embossed or in- 
dented in the shank of the outer-sole 
or written or marked by indelible con- 
trasting colors on the inside quarter, 
before the shoe is packaged. 

An establishment importing hua- 
raches released by the Collector of Cus- 
toms after May 31, 1943, must, before 
their transfer, and within ten days of 
their receipt, plainly mark on each shoe 
in indelible contrasting color the date 
it was released by the Collector of Cus- 
toms. 

The exemptions will be contained in 
Amendment No. 2 to Ration Order No. 
17, effective Feb. 25. 


Former Buyer in 
Quartermaster Corps 


Los ANGELES, CALIF. — Fred R. 
Morgan, Jr., who was buyer of men’s 
shoes in the Bullock department store 
previous to his being commissioned a 
lieutenant in the Army’s Military Po- 
lice, has transferred to the Quarter- 
master’s department. He is now under- 
going training in Post Exchange opera- 
tion in the Army school in Princeton, 
N. J. 
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YOU and DREW Have 2 Bigger 
Job Ahead / 


i It is up to all of us—you, Drew, and the con- 
sumer—to furnish our armed forces and our 
allies with the finest footwear we can give them, 
and with every pair they need. Too, we want 
the shoes that are left for consumer consump- 
tion to be equally and fairly distributed. The 
































ermi- 
—a one way to do both, is the rationing we now 
ctual | have. 

of a | 
mate- © 
cork. j Women are going to be more careful in buying 

a . 

— their footwear needs. There's more footwork to 
o the i il a oe be done and fewer pairs to do it with. The log- 
ther White Kid, 5-Eyelet Tie. ical answer—the only answer—is shoes that are 
tirely 5 An Outstanding Perfect 
ghtly § ae ee Se more carefully designed and more carefully 

and Perf ted Through, ° . . . 

; Extended Arch Rest. In- made, shoes that will give more miles of service 
er a —. putes Eyelet for * 
ertor 5 15/6 Cube’ Kantenad per pair. 

Heel. AAAA to D, 4% 
to 10 pao $4.70 


Drew Shoes will lighten feminine footwork be- 
“eer cause they are made over scientifically de- 


the } signed lasts with sculptured-to-the-foot" fitting 
le features. Drew shoes too, will give more service | 
aged f per pair because they are more carefully made, 
—— and they are made with only the finest leathers | 
-sole and materials obtainable. "Better fitting shoes 
eee. and care in better fitting are all important to- 
hua- day." 
Cus- j 
»fore oy 
is of | ores > 
date P50, we ) FEWER SHOES TO WEAR 

us- thopedic Construction), 


sole, Extra Byelet Se Ng 
Fine Fitting. 152 La 
No. 


- extended “Arch Bent h- Means MORE WEAR PER PAIR 


14/8 Cuban Heel. AAAA 
to E, 4% to 10..... $4.60 


Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. 
Dr. Hiss Shoes to retail at $8.95 and $10.95. 
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THE IRVING DREW CORPORATION, LANCASTER, OHIO—New York, 746 Marbridge Bidg. 
Women's Fine Welts for Over Fifty Years 
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WPS Freezes Production in Priee Lines 


Manufacturers Prohibited from Producing More Shoes 


in Any Price Line than before Rationing Became Effec- 


tive—Shoe Production Restricted to Volume of Latter 


Half of 1942—House Slippers Cut 25 Per Cent 


WASHINGTON, D. C.—The War Pro- 
duction Board acted on Friday, Feb. 
19, to protect consumers against the 
possibility of the shifting of shoe pro- 
duction into high priced lines, by pro- 
hibiting manufacturers from producing 
more shoes in any price line than were 
made prior to institution of the ration- 
ing program. 

At the same time, shoe production in 
the six months beginning March 1 was 
restricted to the volume of output in 
the final six months of 1942, and manu- 
facture of house slippers was redueed 
by 25 per cent. 

In an action further amending Order 
M-217 (footwear), WPB ordered that 
in the six months beginning March 1 
shoe manufacturers must confine their 
civilian production to the same price 
ranges and lines that they made in the 
last six months of 1942. If they made 
several price lines, they are prohibited 
from producing more shoes in any 
given line than were manufactured in 
that line previously. 

The effect of the amendment is to 
provide consumers, in so far as pos- 
sible, the same choice of price, type, 
and quality of footwear they previous- 
ly had, and to set up a barrier to any 
tendency by manufacturers to increave 
the production of high priced shoes 
under the rationing program. The re- 
strictions are necessary because of the 
heavy requirements for top grades of 
upper and sole leather for the armed 
forces and Lend-Lease. 


May Substitute Like Lines 


The order provides that a low priced 
line of civilian shoes may be substituted 
for the same type of a high priced shoe 
in an individual manufacturer's pro- 
duction program. Also, the unused 
production quota of any high priced 
line may be added to the quota of a 
low priced shoe. 

In addition, manufacturers may com- 
plete the production of any portion of 
a new line of civilian shoes which they 
put into process between Jan. 1 and 
Feb. 19, 1943. 

As a result of the 25 per cent cut, 
annual production of house slippers is 
expected to be about 36 million pairs, 
or a reduction of approximately 7 mil- 
lion pairs below the 1942 level. In 
1942, production of house slippers 
totaled 43 million pairs. 
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Today’s amendment covers the fol- 
lowing types of civilian shoes made in 
whole or in part of leather or with rub- 
ber soles: men’s dress and work, youths’ 
and boys’, women’s and growing girls’, 
misses’ and children’s, infants’, house 
slippers, and athletic. A “line” is de- 
fined as footwear of any of these types 
in a single price range. Price range 
has the usual trade significance, pro- 
vided that the highest list price may 
not exceed the lowest list price in the 
range by more than 10 per cent. 

Footwear of substantially identical 
kind and quality, even though sold in 
more than one price range to different 
types of purchasers, is still considered 
a single line. If the manufacturer sells 
at retail or through “a purchaser con- 
trolled by the manufacturer,” the price 
range of his product is determined by 
the retail price. 


Sees Mutual Benefit 


In commenting on today’s order, 
Frank L. Walton, Director of the Tex- 
tile, Clothing, and Leather Division, 
pointed out that it will operate to the 
mutual benefit of manufacturers, re- 
tailers, and consumers. , 

“There has been a rather deplorable 
tendency on the part of some to place 
emphasis on the higher priced lines of 
shoes since inauguration of the ration- 
ing program,” Mr. Walton said. “The 
effects of so short-sighted a policy are 
obvious to anyone who studies the prob- 
lem in the light of what may develop in 
the coming months. 

“If retailers continue to stock their 
inventories with and promote only the 
nigher priced lines, it is inevitable that 
production will decrease and successful 
operation of the production program 
may be imperiled. 

“There are a large number of manu- 
facturers, employing thousands of 
workers, whose machinery and other 
production facilities are suited only to 
manufacture of medium and low priced 
shoes. If their market is destroyed, 
these plants will be forced to shut down 
or sharply curtail their activities—a 
development which obviously would 
cause us to lose a substantial part of 
our total shoe production. 

“Shoes in the lower and medium price 
brackets which will be made under to- 
day’s order are of good wearing quality 
and supply the requirements of a large 


part of our population—a need which 
must be met. A further possibility may 


be the development of good utility type J 


shoes of standard quality at reasonable 
prices. 

“Consumers should understand that 
a well-wearing and durable shoe does 
not have to be the costliest shoe. We 
anticipate that manufacturers will con- 
tinue to make the same quality shoes 
they have produced in the past at the 
same price levels. 

“If consumers continue to buy the 
shoes they can afford, and if retailers 
take steps to provide their customers’ 
needs on the same basis as before, I 
have no doubt that the basic objectives 
of today’s action will be met. Only in 
that way can we be assured of the suc- 
cessful fulfilment of the rationing pro- 
gram.” 


No Decline in Houston Sales 


So far the very new shoe rationing 
program has not affected the phenome- 
nal sales that have been continued in 
Houston stores for the past several 
months, and local shoe men anticipate 
no decline for several more months. 

There has been a noticeable trend, 
however, in the first few days of ra- 
tioning, and that is that the public is 
buying a better shoe of quality work- 
manship and correspondingly higher 
price. 

The consensus was that the allowance 
of three pair of shoes per person a 
year was very fair; and further, that 
the interchangeability of the coupons 
was generous. Considering the degree 
to which Houston, and vicinity has 
mushroomed with the location of war 
industries nearby, there will be enough 
population to consume quickly the avail- 
able supply. In fact, with production, 
styles and color restricted, they wonder 
if perhaps there might not occur the 
situation of unused coupons because 
of inability to secure replacement 
stocks. 

At present coupons are being rapidly 
exchanged for shoes—with no prefer- 
ences shown between school shoes, work 
shoes, boots, or dress shoes. Buyers are, 
for the most part, ordering ahead as 
usual and hoping that their supply will 
continue to meet the heavy demand. 
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To you shoe retailers a cordial 
invitation to become acquainted 
with a new product created by K. J. 
Quinn & Co., Inc., famous since 
1880 for high grade shoe and 
leather finishes, meeting a new and 
growing market. 






It is a new stain shoe polish. It is— 


Brown, burgundy, tan, black, and 
neutral. In glass jars with metal 
tops, handsomely lithographed with 
the insignia of U. S. Navy, Marine 
Corps, or special design for U. S. 
Army. 


This is a boot polish originally de- 
signed for the armed forces—a polish 
that can stand up under hard usage. 
Because of its genuine Carnauba wax 
base, it helps to preserye leather and 
make it water-repellent. It was imme- 
diately popular among service men. 
Now, with shoe rationing and the im- 
mediate need for longer wear, Quin- 
tone also becomes the ideal polish for 
civilian use. 

WRITE NOW for further details on prices 

and packaging. 











East Boston, Massachusetts 











































MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 
New York 





K. J. QUINN & CO., INC. 





































This Year White Is All-White 


[CONTINUED FROM PAGE 19] 


of women’s quality shoes has already suggested a 
change from June 15th to May lst as the ending date 
for the first coupon. He reasons that this change would 
make it more worth while for a woman to buy white this 

‘* ‘year and that it would further the conservation plan 
since if these shoes are not sold, the materials and labor 
involved in making them have all been wasted. Wear- 
ing of these shoes would save wear and tear on dark 
shoes needed for Fall and Winter. 

Prior to Ration Order 17, merchants held two op- 
posing points of view regarding the white shoe seasons. 
In the South and in smaller cities and towns, where 
white shoes always sell well, a good season was expected. 
Merchants in many parts of the country also argued. 
from a fashion viewpoint, that curtailment of other 
light colors was bound to mean a good white season. 
The fact that officers in the Navy and the WAVES will 


be wearing white shoes with their white Summer dress 
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uniforms has been looked to as another influence in 
making white shoes especially popular this coming 
Summer. Ready-to-wear has been predicting a vogue 
for white sharkskin suits and this would also stimulate 
an tirge for more white shoes, in ordinary times. With | 
the vogue for bare legs expected to be bigger than ever 
this Summer, that fact will offer another fashion influ. 
ence favorable to white shoes. Nothing looks prettier 
than white with sunburnt skin. Even under present 
conditions of rationing, these will all serve to keep up 
an interest in white shoes. What’s more, the white 
shoes which manufacturers have already brought out 
this season are unusually attractive and saleable. Just 
as a good cross-section of what is available in the white 
market, look at the shoes shown here. They make the 
best reason of all why white shoes should move from 
your shelves this coming Summer, especially if a way 
can be found to get around the dating difficulty of the 
first coupon. The other possible solution is a Govern- 
ment exemption from rationing on white shoes. 

Despite all of the problems and difficulties, RECORDER 
predicts that many thousands of pairs of white shoes 
will be sold this coming season. Reports from New 
York stores indicate that women are already spending 
ration coupons to buy them and if that’s true in New 
York in February, it will be a lot more true the country 
over when warm weather comes. 
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This Statement by Grossman's was published 


originally OCTOBER 30, 1942. It was Right before 


Shoe Rationing—it is even more to the Point NOW! 


A Statement 


TO THE BUYERS AND MERCHANDISERS 
OF WOMEN’S FINE SHOES 


* 


* 


Does your store do a good high-priced DRESS SHOE Business? 


Most likely it does. 


Does your store do a good high-priced WELT SHOE Business? 


: buyers are being told by high officials that in 
the face of present conditions, they must exhibit 
INGENUITY in order to weather the crisis. 


We agree. And because of our own vital interest in the 
entire shoe business, we are daring to challenge one of 
the oldest practices in the shoe business. A practice which 
is the opposite of ingenious ...a practice which loses 
volume by the thousands each year for good shoe stores 
all over America. 


We Refer to the Practice 
that Automatically Makes 
Dress Shoes HIGH PRICED 
Welt Shoes LOW PRICED 


We want to know WHY? Ss 
And we say its NONSENSE! 


ee = @ 


To paraphrase a great world leader: “What kind of 
people do you think women are?” 


WHY DOES YOUR STORE give a woman who is will- 
ing to pay anywhere from $14 up for her high-heel dress 
shoes... choice of only lower-priced welt shoes? 


What makes you think that a woman who buys better 
high-heel shoes...insists upon buying cheaper welt shoes? 


Most likely it does not! 


By what possible reasoning can one arrive at the conclu- 

sion that the shoes a woman “‘sits down in” . . . must auto- 

matically be higher in price than the shoes she walks in? 
~*~ * * 


ISN'T IT ABOUT TIME that fine shoe stores revised some 
of their antiquated thinking? As a matter of fact, won't 
we be better manufacturers and merchants if all of us 
get over using that old crutch to support faulty thinking: 
“But, we've always done it that way?” 


Grossman maintains that fine shoe stores all over the 
country are permitting fine welt shoe business to walk 
out of the shops — losing the opportunity to increase 
their average sale — allowing customers to get into 
faulty buying habits —and ignoring the possibility of 
building up an additional source of profitable business 
from women who will be loyal, repeat customers. 


x * * 


DON’T GET GROSSMAN'’S WRONG. We are strain- 
ing ourselves right now to produce enough quality welts 
to satisfy our customers. So this announcement is not a 
bid for a flock of orders. But it is a sincere challenge, 
issued in the interest of the shoe business as a whole. We 
believe that Ingenuity will help us to get through hard 
periods ahead ...and we want to stimulate manufac- 
turers and merchants alike to exercise their ingenuity 
more and more. 


We will welcome an expression 
of your opinion on this question. 


GROSSMAN’S SHOES 





GROSSMAN'S SHOES, INC, 372 














America’s Finest Walking Welts and Casuals ...Pedemodes ...Tailoved Shags 











DEKALB AVENUE, BROOKLYN, N. Y 
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WHITE SHOES hold a senti- 
mental memory for every 
woman-—her first date, first 
dance, an unforgettable 
picnic. WHITE SHOES are an 
American summer custom. 


White Maracain Shoe by Carlisle Shoe Co. WHITE SHOES are for 


babies, career women, volunteer workers, (canteen, Nurses’ Aides), 
girl graduates. That’s why they will buy WHITE SHOES in 1943. But, 
they must be practical and adaptable. That’s why WHITE MARACAIN 


is a fresh choice. WHITE MARACAIN does not soil easily, 
a 
y cleans in a minute’s time, — either with a good cleaner or 


wR simply with pure soap and water. 


New Castle Divisionc Llied Kid Company 


100 Gold Street. New York City 
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Authentic. origin al fit Va . = THE MILLIONS of quality-conscious 

Walk-Over x cep th men and women who see Walk-Over 

longet- Oiltreate advertisements in Collier’s and Life, we 

Wath company, Brockton: Mes. now add the 3,800,000 loyal legion of 
: Woman’s Home Companion. 


no breaking 


These Walk-Over quality-feature mes- 
sages not only send customers to you 
today ... but they’re building good-will 
for the years to come. 

Display the Walk-Over quality symbol 
in your window. If you haven't received 
your colorful trade-mark blow-up, write 
us at once. Geo. E. Keith Company, 
Brockton, Mass. 


ALK-OVER 
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CAN STILL BE MADE FOR YOUR CUSTOMERS 


OU can keep many types of 

women’s gore shoes in your line. 
Substantial quantities of genuine 
SHUGOR (released by W. P. B. as 
not needed by the military forces) are 
now available. 


Keep your popular gore shoes alive. 
Send us a sketch of the shoe you in- 
tend to make, tell us how many 
pairs you expect to sell, and we will 
tell you just what we can do to keep 
that gore shoe on the market. 


For complete information, write 





THOMAS TAYLOR a@ SONS 


HUDSON, MASS. 
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rigidly to the test of being worthy of the |.Miller label. 


The quality of workmanship that means “at ease” fit. 


The quality of material that means it will give good service. 


The quality design that means a 

woman will like it as long as she must wear it. 
These are the qualities I.Miller has 

been building into shoes for half a century. 


1LMiller th. oAgaminal Lore 


Old in experience, young in ideas, the I.Miller organization is 

well equipped to solve the problems of wartime merchandising and distribution. 
Long a recognized leader in the quality field, in dealer service and 

inspiration, and in constructive merchandising, the dealer who holds an 

I.Miller franchise rests assured of the dependability of the I.Miller name. 

In these days when quality is universally acclaimed, the history of I.Miller 


performance is a guarantee to customer and dealer alike . . . a rock of stability 


I. Miller & Sons, Inc., Long Island City, New York * Shops and agencies in principal cities 









This year I.Miller celebrates its golden anniversary by meeting the 
challenges of wartime. For fifty years this organization has kept 
faith with the best traditions of shoemaking through wars, depressions, 
and now, rationing. Such experience stands I.Miller in good 


stead in making adjustments to the times and in holding each shoe 


quality (: (...... necessily 
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Sell "Em While They Work 


[CONTINUED FROM PAGE 34] 


hours, resists dampness, and is also in- 
sulated against heat and cold. 

The shoe has received enthusiastic 
acceptance during the three months it 
has been featured in the department 
and is sold not only right in the store, 
but in industrial plants throughout 
the Chicago area as well. In fact, a 
major part of the sales are made by 
the latter method, which is carried out 
in the following manner: A represen- 
tative of the department spends all of 
his time calling on personnel zafety 
directors of war industry plants. After 
the shoe has been approved by them, 
an appointment is made for fittings in 
the plants. Posters announce this in 
advance. Fitters from the department 
then go to the plant with a skeleton 
range of sizes running from 4 to 10, 
AAAA to C, 

The girls are fitted during lunch 
hours, during rest periods, and between 
shifts. After fittings are made, orders 


| are taken, filled from stock, and de- 
, liveries made to the plants. 


Some of 
these fittings are made at night so that 
workefs on all shifts can be serviced. 
A number of war workers also come 
inte the store on their days off or off- 
shift hours and are fitted there. 

‘In addition to promotions done 
industrial plants advertise- 
ments have also been carried in all of 
the local papers. 

Mr. Brown states that so long as 
there are women working in war in- 
dustries, and particularly those in 
which there are hazards, there will be 
a demand for safety shoes. “And these 
will be accepted by women if they have 
style appeal plus comfort. We have 
had every evidence of this in their 
interest in our shoe in which safety 
features are camouflaged under smart 
lines.” 


Health Shoe Business Good 


St. Paut, MINNESOTA—Business in 
health shoes is considerably ahead ef 
last year, according to W. E. Fabel, 
owner of the Fabel Orthopedic Boot 
Shop. The store is now conducted by 
the third generation of his family to 
operate the business. 


Mr. Fabel gets a large amount of his 
business through hospitals and con- 
vents. Several physicians in the city 
send their work entirely to the shop. 

The large comfortably furnished shop 
has a home-like atmosphere which tends 
to give assurance to customers seeking 
orthopedic help. Divided by glass dis- 
play counters, two units of customers’ 
chairs are arranged around the edge of 
alarge rug. A large X-ray machine is 
at the rear of the store. Stock is open 
running completely around the walls of 
the large room. The color scheme is 
ted and brown, with chairs upholstered 
in alternating red and brown leather. 

Mr. Fabel makes excellent displays 
of his shoe stock in large windows. 
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Observes Golden Anniversary 


BrockTon, Mass.—Louis A. Wheeler, 
former owner of the Golbert Last Co. 
of Worcester, Mass., and now associ- 
ated with United Last Company, cele- 
brated his golden wedding anniversary 
February 15. Mr. Wheeler is manager 
of the Brockton branch of United Last 
Co. 


Clarifies Shoe Rationing 
For Chicago Retailers 


CuiIcaco—Shoe rationing does not 
contemplate the purchase of three pairs 
a year by every person, Seymour Shane, 
regional miscellaneous products ration- 
ing representative of the Office of Price 
Administration, told a large gathering 
of Chicago shoe retailers at a recent 
meeting at the Hotel Morrison. The 
meeting was sponsored for retailers of 
the Chicago area by the National Shoe 
Travelers and the Shoe Travelers’ As- 
sociation of Chicago. 

Mr. Shane, who was formerly vice- 
president and general manager of the 
Boston Store, Chicago, stated that there 
had been much misinterpretation of the 
three-pair-a-year ruling. The OPA in- 
tends, he stated, that every person shall 
be entitled to two pairs of wearable 
shoes at all times. In addition, persons 
such as industrial workers requiring 
work shoes may have one pair of those. 

The interpretation that shoes would 
be rationed at three pairs a year re- 
sulted from the fact that ration Cou- 
pon 17 was made good for purchase 
of a pair of shoes during a four-month 
period ending June 15. He pointed out 
that after the coupon has been surrend- 
ered, any person who still does not have 
two wearable pairs of shoes can go 
to his rationing board and get a cer- 
tificate entitling him to buy another 
pair. “If you wear out a pair of shoes 
in six weeks, you can go to the board 
and get another pair. If you work in a 
war plant and need six pairs of shoes 
you'll get six pairs.” 

He also cited cheap play shoes as an 
example that the intention under ra- 
tioning is to insure that each person 
would have at all times two pairs of 
wearable shoes. If the customer can 
spend only $2.00 for a cheap pair of 
play shoes, wears them out in four to 
six weeks and wants to go to the trouble 
of going to the local OPA board to fill 
out a certificate, he or she will be 
granted the privilege of buying another 
pair. Children, therefore, might be elig- 
ible to have four to six pairs of shoes in 
a ration period, but will have to secure 
authorization from their local boards. 





Combine Men’s Departments 


CHIcAGoO—The Men’s College shoe 
shop of Marshall Field & Co. has been 
combined with the regular men’s shoe 
section on the second floor of the Store 
for Men. Charles Campbell who for- 
merly headed the college shop is now 
assistant to Walter Gable, who heads 
the buying of men’s shoes. 











“AT LAST I'VE FOUND A 
CONCERN WILLING TO PAY 
FOR THE EFFORTS 
YOU PUT FORTH” 





says 


Mr. Hogan Erickson 


MANAGER 


HEALTH SPOT SHOE SHOP 


209 W. Washington St. 
Bloomington, Ili. 


And he makes another equally 
true statement when he says, “I 
have made more money in the 
Health Spot Shoe Shop than I 
ever did in the same period of 
time, in all my forty years of 
experience.” 


Due to the fair and liberal na- 
ture of the Health Spot Shoe 
Shop plan, Health Spot Shoe 
Shop operators all over the 
country are making more money 
than they’ve ever made before 
as long as they’ve been in the 
retail shoe business. 


This profit-sharing plan entitles 
the Health Spot Shoe Shop 
operator to a nice share of the 
profits that the store earns, 
which he draws in addition to 
a regular salary. 


Besides earning a better income, 
Health Spot Shoe Shop oper- 
ators enjoy the security of be- 
ing associated with a steady and 
profitable business. 


MEN WANTED 


Vacancies created by men leav- 
ing for the service open op- 
portunities for others. Send for 
your application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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“It’s always 
Matched Pairs 


with Celastic”’ 


The Matched Pairs being inspect- 
ed — a type popular with walkers 
and Workers — are made with 
Celastic “Heavy Duty” box toes. 


When a shoe factory foreman checks shoes made with Celastic Box Toes he finds 
“identical twin” toe structure. He knows, too, that each pair of finished shoes repre- 
sents a faithful reproduction of the line and form of the last. 

Finally, he can appreciate the satisfaction that the wearer will have because he saw 
how the solution-softened Celastic fused the lining, box toe and doubler into a single 
three-ply unit. In such a toe structure there is ample strength and resiliency to protect 

smart appearance and to assure toe comfort for as long as the 
shoe is worn. Celastic makes possible this toe comfort by 
eliminating torn and wrinkled toe linings. 


/BONDS | Because shoes made with Celastic meet the high standard of 
STAMPS 


the final factory inspection for trim and well mated appear- 
ance, they are called MATCHED PAIRS. 


) UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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nn. hi VE TOMY COUNTRY” 


70 | 
ONE SKN uae te mont oft! 


Conservation of leather for the U. S. armed forces is an important 






part of the American war program. Shoe manufacturers place the 
highest value on leathers possessing a quality and finish that cut 
most economically and insure against disappointments in the finished 
merchandise . . . leathers that produce the most pairs per skin. The 


shoe industry knows that such leathers are produced by 
























AMERICAN HIDE anp LEATHER COMPANY 


BOSTON, MASSACHUSETTS 
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SMOOTH AND BOARDED LEATHERS 
ALSO LEATHER FOR WORK SHOES 





























For the Home Front and the War Front we are making high grade leathers for the 
following vital services: 


Army Nurses’ Shoes . . . . - . - Aviators’ Flying Jackets 
Tonk Helmets {3 kbs. Se aoe.) . Avictors’ Helmets 
Ca Vee ote Ne sie = SR rong Mens 


and 


Glove leathers for all branches of the service 


Chicago's oldest tanning firm is proud of its all-out contribution for aiding the successful 
prosecution of the war both on the battle front and the home front. 


A. H. ROSS & SONS CO. CHICAGO, ILLINOIS 


MERCHANT-LOVEYS ............-+ BOSTON SCHOENBERG LEATHER CO..PHILADELPHIA BANKART & SAMUELSON....... NEW YORK 
ye ee ee ST. LOUIS A. W.- PATTON, . 0 6... eee een MILWAUKEE A. 4. & 4d. KR. COOK......... LOS ANGELES 
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rder 


THIS WEEK IN 


NATIONAL NEWSe 


WASHINGTON, D. C.—Shoe rationing 
problems were discussed by W. W. 
Stephenson, chief of the Footwear Ra- 
tioning Branch, OPA, at meetings of 
the Shoe Manufacturers Industry Ad- 
visory Committee and the Shoe Retail- 
ers Industry Advisory Committee held 
by the War Production Beard in Wash- 
ington this week. Included among the 
problems discussed w2re the disposition 
of slow moving stocks such as seasonal 
shoes and odd sizes and the supplying 
of supplemental rationing of shoes for 
growing children. 

J. H. Patterson, technical consultant 
of the Folding and Setup Box Branch 
of the Containers Division, WPB, asked 
the committees to study the possibility 
of standardizing shoe boxes and other 
packages used by the shoe industry. 
He said that standardization of such 
boxes is necessary to conserve virgin 

wood pulp and manpower. He urged 
fat fril's and non-essential pa:kages 

be eliminated. 


Shoe manufacturers and retailers 
expressed satisfaction with the shoe 
rationing program and the _ recent 


amendment to Conservation Order M- 
217, under which additional restrictions 
m the design and color of shoes were 
wdered. Some of the provisions of the 
oder were clarified at the meeting. 

Reorganizaticn of the Shoe Manufac- 
turers Industry Advisory Committee to 
assure consultation with all phases of 
the industry and to replace members 
who have resigned was announced. Ad- 
dition of three new members to the 
Shoe Retailers Industry Advisory Com- 
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SHOE TRADE 


Discuss Rationing Problems in Washington 


Meetings of Shoe Manufacturers and Shoe Retailers Industry 
Advisory Committees Held in Capital with W. W. 
Stephenson. New Members of Committees Named. 


mittee also was announced. L. B. 


Sheppard, president of the Hanover 


Shoe Company, Hanover, Pennsylvania; 





W. W. STEPHENSON 


H. O. Rondeau, treasurer of the H. O. 
Randeau Shoe Company, Farmington, 
lfew Hampshire; and Charles E. Allen, 
treasurer of the Allen-Squire Company, 
Spencer, Massachusetts, have resigned 
from the Manufacturers’ Committee to 
accept positions in the Leather and 
Shoe Branch, WPB. 

The new members of the Shoe Indus- 
try Advisory Committee are: J. Edson 
Andrews, vice-president, Gale Shoe 
Company, North Adams, Mass. L. A 


[TURN TO PAGE 54, PLEASE] 
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WPB Bans Leather 
For Purses, Handbags 


VASHINGTON, D. C.—A variety of 
leather products commonly sold in shoe 
stores will be affected by Conservation 
Order M-273, issued last week by the 
War Production Board. The order speci- 
fied that the use of cattle hide and calf 
and kipskin leather is restricted to the 
manufacture of military products, and 
a list of civilian items, which include 
shoes, work gloves and athletic goods. 

Spccifically banned by the order are 
such shoe store specialties as 
gloves, mittens, pocketbooks, handbags, 
and such personal accessories as tobacco 
pouches and watchstraps. 


dress 


The provisions of M-273 become effec- 
tive immediately, and according to the 
WPB its purpose is to conserve leather 
and to direct the distribution of leather 
into military and essential civilian prod- 
ucts. 

Under the provisions of the order, 
from now on cattle hides and calf and 
kipskin leather may be used for foot- 
wear, a variety of mechanical require- 
ments, surgical and orthopedic appli- 
ances, and work clothing. 

Leathers specifically exempt from the 
rvestr.ction are vegetable tanned leath- 
ers, except calf or kip, weighing less 
than three and one-half ounces. 

The order also provides for restric- 
tions on sole leather for civilian pur- 
Under it rough sole leather 
under 12 iron may be used only for the 
manufacture and repair of shoes; rough 
sole leather 12 iron or heavier may be 
shoes, for round belting. 

It is expected that shoe retailers, al- 
ready expecting a future loss of volume 
because of the shoe rationing order No. 
i7, can expect further volume decreases 
Leeause of these restrictions. 


poses. 















1942 Production 3 Per Cent Below 1941 





Total for the Year Is 483,869,548 Pairs Compared with 498,- 
381,625 Pairs Produced the Previous Year. Govern- 
ment Shoes Amouted to 40,875,494 Pairs 


WASHINGTON, D. C.—A summary of 
1942 production of boots, shoes and 
slippers, other than rubber, has been 
released by the Department of Com- 
merce, Bureau of the Census. Total 
production for 1942 amounted to 483,- 
869,548 pairs, a decrease of 3 per cent 
from the figure for 1941 of 498,381,625 
pairs. Of this 1942 total, 38,501,438 
pairs were produced in December, 35,- 
247,475 in November; October—39,985,- 
730; September—37,119,232; August— 
38,811,530; July—41,799,540; June — 
39,694,443; May—40,981,661; April— 
45,816,414; March—45,487,424; Febru- 
ary—40,389,847; and January—40,034,- 
814, 

Production of shoes for the govern- 
ment, including dress and work types, 
amounted to 40,875,494 pairs, 167.4 per 
cent higher than the 1941 production 
figure of 15,284,574 pairs. 


Men’s shoe production, including 
again both dress and work types, 
totaled 102,099,816 pairs; compared 


with the production in 1941 of 120,- 
519,061 pairs, this figure shows a de- 
crease of 15.3 per cent. 

Youths’ and boys’ shoes manufac- 
tured in 1942 reached a total of 17,- 
106,703 pairs, 10.7 per cent lower than 
the 1941 production of 19,158,620 pairs. 
A small decrease of 1.8 per cent was 
seen in the production of women’s 
shoes; this amounted to 181,685,011 
pairs in 1942 and 184,914,902 pairs in 
1941, 

Misses’ and children’s production fell 
off 13.9 per cent. In 1941 it was 47,- 
912,200 pairs and in 1942, 41,284,787 





PRODUCTION OF SOOTS. SHOES. AND 
SLIPPERS. OTHER THAN RUBBER 
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pairs. A decrease of 8.9 per cent was 
seen again in the production of infants’ 
shoes from 28,174,502 pairs in 1941 to 
25,657,348 pairs in 1942. 

This release also gives state produc- 
tion figures for the year. The follow- 
ing states are mentioned specifically: 
Missouri — 56,158,271 pairs; New 
Hampshire — 45,732,763 pairs; New 
York—88,851,141 pairs; Pennsylvania 
—41,457,382 pairs; Illinois—37,888,410 
pairs; Maine—29,125,722 pairs; Mas- 
sachusetts—91,805,214 pairs; Wiscon- 
sin—20,552,528 pairs; Ohio—16,708,- 
021 pairs; New Jersey—7,981,044 
pairs; Maryland—5,532,896 pairs; Con- 
necticut—3,582,992 pairs; and other 
states—38,493,164 pairs. 





Shoe Exchange Planned for 


Children’s Footwear 


Boston, Mass.—Lexington, in the 
vicinity of which the American Revolu- 
tion began, is currentiy engaged in an 
interesting experiment designed to solve 
the problem of how to shoe active chil- 
dren on three pairs a year. It is a 
revival of the barter system, brought 
up to date, named “The Shoe Ex- 
change” and is the creation of Mrs. 
Harold Wheeler, associate chairman of 
the Salvage Committee of that suburban 
town. 

As described by the regional office of 
the Office of War Information, “the 
idea is to save both shoes and shoe 
coupons by passing on shoes outgrown 
by boys and girls to younger or other 
ones whom the shoes will fit. It has 
the approval of the Office of Price Ad- 
ministration and the town’s sanitary 
officer, who will pass on every pair of 
shoes submitted for exchange. 

“Everyone knows how much more 
quickly children wear out shoes than 
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do grown-ups,” the OWI quotes Mrs. 
Wheeler as saying. “Many children 
cannot get along on the prescribed three 
pairs per year. In some families chil- 
dren will more than use up the entire 
family’s shoe ration coupons. In Lex- 
ington we think hundreds of pairs of 
shoes will be saved by the Shoe Ex- 
change.” 

“If it proves feasible,” says John I. 
Taylor, General Salvage Chief for New 
England, “we will recommend its adop- 
tion by all salvage committees.” 





Allied Products Exhibit 
Cancelled for Duration 


New York—There will be no more 
Allied Products Exhibits until after the 
war. Members of the Advisory Com- 
mittee of the Allied Shoe Products and 
Style Exhibit overwhelmingly voted 
this decision in a poll made last week. 
In asking C. R. Heyde, director of the 
show, to cancel the usual semi-annual 
openings, the committee expressed the 
opinion that the nation’s full war effort 





could best be served by having tr 
group refrain from increasing the 4). 
ready badly strained travel burden an 
further -jamming of New York; 
crowded hotels. 

In addition to serving the shoe jp 
dustry, for both military and civilig 
requirements, it was pointed out that 
many firms in the allied trades grow 
are pushing their plants to capacity jp 
turning out large quantities of wa 
materials. 

During the past five years the seg. 
sonal openings staged by the allig 
group grew to ranking importance jp 
the industry. Shoe manufacturers ani 
retailers were afforded the opportunity 
to see quickly new style, new products 
and processes for footwear at the sam 
time that they attended the Leathe 
Openings of the Tanners’ Council of 
America. 

When the Victory is won and th 
shoe industry returns to post-war 
peacetime pursuits, plans call for 1 
resumption of the semi-annual allie 
group showings. It is expected that 
many new and improved products, bom 
of wartime necessity, will be clamor. 
ing for a place in the sun in the period 
following the war. 


Boston Shoe Fair Out 
For Duration 


Boston, Mass.—“For the first time 
in twenty-four years, the Boston She 
Fair will not be held this year,” it was 
announced recently by Louis H. Sal 
vage, president of the New England 
Shoe and Leather Association. “This 
action in cancelling our show was taken 
by the Board of Directors as a measure 
of cooperation with government off 
cials, particularly Joseph B. Eastman, 
director of the Office of Defense Trans- 
portation, and War Production Board 
officials who have publicly stated that 
they do not consider trade shows or 
conventions essential to the war effort.” 

The New England Shoe and Leather 
Association has been conducting the 
Boston Shoe Fair for several decades. 
It has been accepted throughout the 
trade as an important showing for Fall 
footwear. 

“The cancellation of the Boston Shoe 
Fair is only for the duration of the 
War,” Mr. Salvage emphasized, “and 
when peace and normal conditions re 
turn, our association fully intends 
again to conduct Boston Shoe Fairs 
which will be even bigger and more im- 
portant than any held in the past.” 








Army Buys Rubber Taps 


Boston, Mass.—The Boston Quat- 
termaster Depot has announced awards 
covering the manufacture of 17,750 
pairs of rubber taps. Of these, 11,725 
are to be made by the New Jersey Rub 
ber Co.; 5,350 by the Avon Sole Com- 
pany; and the balance by the Goodyear 
Tire & Rubber Co. The Panther-Panco 
Rubber Co., has been awarded a co? 
tract to make 1,125 pairs of whole rub 
ber, orthopedic heels. 
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THESE CHARTS SHOW 
ESTIMATED PARTICI- 
PATION IN PAYROLL 










SAVINGS PLANS FOR 
WAR SAVINGS 
BONDS (Members of 










There is more to these charts than meets the eye. 
Not seen, but clearly projected into the future, is 
the sales curve of tomorrow. Here isthethrilling 
story of over 25,000,000 American workers who 
are today voluntarily saving close to FOUR AND 
A HALF BILLION DOLLARS per year in War 
Bonds through the Payroll Savings Plan. 


Think what this money will buy in the way of guns 
and tanks and planes for Victory today—and 
mountains of brand new consumer goods tomorrow. 
Remember, too, that War Bond money grows 
in value every year it is saved, until at maturity 
it returns $4 for every $3 invested! 





STUDY THEM WITH AN EYE TO THE FUTURE! 


Armed Forces Included 
Starting August 1942) 


Here indeed is a solid foundation for the peace-time 
business that will follow victory. At the same time, 
it is a real tribute to the voluntary American way 
of meeting emergencies that has seen us through 
every Crisis in our history. 

But there is still moretobedone. As our armed 
forces continue to press the attack in all quarters of 
the globe, as war costs mount, so must the record 
of our savings keep pace. 

Clearly, on charts like these, tomorrow’s Victory 
— and tomorrow’s sales curves—are being plotted 
today by 50,000,000 Americans who now hold 
WAR BONDS. 


Gave wilh 
War Savings Bonds 
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LYNCHBURG, VA. 
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WILLIAM ISELIN & Co., INC. 


FOUNDED 1808 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 
real source of profits. 


Inquiries invited 


357 Fourth Avenue 
Branch Offices 

GRAND RAPIDS, MICH. 

DULNEAUOUAONEOOUOEUDOOOOOEOOOOOHOOUONEOOOUEEOOOOOSEDOOOSESOOGONDOOOOEDOUOOOSUONOERDOUOEODDOOOOEEUOGOEOOUOONLEE 


of Shoes, Leather 
and Allied Products 


NEW YORK 


LOS ANGELES. CALIF. 


“Pactors eee 


for Manufacturers | 
and Selling Agents | 




























Manufacturers Offer Shoe 
Rebuilding Service 


New YorK—Two manufacturers in 
the East have instituted a shoe re- 
building service for their shoes. One 
is A. J. Beford Shoe, Inc., and the other 
is Ford Shoes, Inc. The service will re- 
build shoes for a small fee after they 
are worn, relasting them if necessary, 
providing new counters, box toes, in- 
soles, welting, outer soles, heels, etc. 
Children’s shoes which are outgrown 
can thus be made a half-size larger if 
necessary. 

This service will give the consumer 
what amounts to a new pair of shoes, 
without requiring the use of an addi- 
tional ration coupon. This service is a 
contribution to the war effort because 
of the possibility of making one pair of 
shoes give the service of two pairs, and 


customers can thus carry shoes over 
from one season to another. 


Colonial Employee 
Wounded in Action 


Boston, Mass.—Kivie Kaplan, vice- 
president and general manager of the 





Colonial Tanning Co., has received 
word that one of the company’s former 
employes Adam Operacz, has been 


wounded in action against the Japs, 
but is happy to report that the wounds 
were not serious and that Mr. Operacz 
has completely recovered. In a letter 
to his mother, Mrs. Mary Operacz of 
Chelsea, Mass., Mr. Operacz described 
the wounds, announced his recovery 
and stated that he was at that time 
about to receive the Purple Heart 
medal, awarded to members of the 
armed services who are wounded. 





Patriotic Shoe Window Sold War Bonds 





Buffalo, N. Y.—The window above, from Bond Clothing Store, here, “Went over 
the top, not only from the standpoint of selling shoes, but bonds as well," said 
Francis X. Slaby, display manager. The background and plateaus were painted in 
red, white and blue; gears were cut out of beaver board and painted silver. 
Patriotic pictures were secured from the local bond selling headquarters. 
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Discuss Rationing Problems 
In Washington 
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Carlin, treasurer, Knight Slipper 
Manufacturing Corp., Brooklyn, Ney { 
York; Irving S. Florsheim, president, § 
Florsheim Shoe Company, Chicago, II]; 

William H. Joyce, Joyce, Inc., Pasa. J 
dena, Calif.; Frank Simpson, treasurer, 7 
Little Falls, Felt Shoe Company, Little J 
Falls, New York; E. L. Stephens, Jr, | 
vice-president, Curtis-Stephens-Embry | 
Company, Reading, Pennsylvania; 5 
James E. Wall, president, Wall-Stree. 7 
ter Shoe Company, North Adams, Mass.; ; 
George Miller, president, I. Miller &§ 
Sons, Inc., Long Island City, New York, | 
David S. Hirschler, president, Hofheinm. | 
er’s Inc., Norfolk, Virginia; William § 
Cobb, Melville Shoe Corporation, New ' 
York; Owen W. Metzger, Wetherhold 

& Metzger, Allentown, Pennsylvania; 

Oscar Thompson, Thompson Boland & 

Lee, Atlanta, Georgia; A. Gude, Gude 

Shoe Company, Los Angeles, Califor- 

nia; Marcus Rice, May Department 

Stores, St. Louis, Missouri; John C. 

Talbot, J. C. Penney Company, New ' 
York; Frank J. Schell, Supervisor Shoe 
Depts., Sears, Roebuck & Company, 
Chicago, Illinois. 





Becomes Partner | 
In Shoe Store 


MANCHESTER, N. H.—After 32 years 
as an employee of the firm, Harry W. 
Berquist has become a partner in the 
George W. Dodge Shoe Co. at 931 Elm 
street, Manchester’s oldest shoe store, 
it has been announced. 



























The Dodge shoe store was started in 
1867 by George W. Dodge, and the { 
previous partnership, starting in 1897, 
included George B. Dodge, son of the 
founder, and Morris C. Austin. The 
firm has been one of the city’s leading 
retail outlets for men’s and women’s 
shoes for the past 75 years. 


OE 
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John W. Boynton 


Boston, Mass.—John W. Boynton, 
who until his retirement three years 
ago, had been for 25 years the New 
England sole and heel representative 
of the Goodyear Tire and Rubber Con- 
pany, died recently at a rest home in 
Concord, Mass. He was 74 years of 
age. His home was on Old Bedford 
toad in that town. Prior to his con- 
nection with the Goodyear Tire and 
Rubber Company, he had been for a 
number of years manager of various 
Regal shoe stores in this city. 

Mr. Boynton is survived by his 
widow; two sons, Dr. John W. Boyn 
ten, Jr., a dentist, of Concord, and Dr. 
George H. Boynton, formerly of Bill- 
erica, Mass., but now a lieutenant in 
the Medical Corps of the Army Air 
Corps at Randolph Field, Texas; and 
two brothers, Henry and Charles Boy?- 
ton, both living in Hamilton, N. H. 
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KEEP Gzachee CLEAN 





Clean brushes last longerand do 
better work. Hold 2 wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 
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USE ALL OF THE S2aeh 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
vals also aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 


WHY CONSERVE? 


Demands on the time, raw 


stocks and energy needed 
to replace wastefully used 
materials, detracts from the 
facilities needed to further 
the War Effort. 





tles causing them to cut against 
each other. 






Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


TAKE GOOD CARE OF WHAT YOU HAVE 
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THE FOOT SLENDERIZING snot fs 


Every “Bellaire Style 
Designed For Today’s Market- 


ODAY more than ever, cushion-comfort 

Berrarre SuHoes are helping women 
“Keep Their Feet”. Bellaire Comfortables for 
work and duty— Bellaire’s Footloose Shoes for 
work and relaxation. Featured by leading 
retailers everywhere at $5 to $6. (Write 
for Spring, 1943 catalog of in-stock styles.) 


ALICE 
No. 1404 — Black Kid 
AtoE 





"BELLAIRE SHOE ComPANY, PORTLAND. ME. 


© VERO CP HCLEND, STICENEY 6 WALKER. INC. 
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WANTED 
FOR CASH! 


WOMEN’S RUBBER 
FOOTWEAR 


Retailers —if you wish to sell 
any women’s Zipper or Snap 


tt 


galoshes, velvet ‘‘carriage 
boots’’, rubber boots, toe rub- 
bers or half rubbers,in any heel 
height, contact us at once. No 


quantity too small or too large. 


Address No. 445 Boot & Shoe Recorder 
209 S. State, Chicago 











A Copy Is Yours for the Asking 


AMERICA REMEMBERS GEORGE WASHINGTON 
the greatest. and also the richest man of his aime The father of our 
country possessed wadom and integrity. and wealth he 
WHEL AMERICA FORGET? in thes 
wate capdal mm turn 


pnesthy acquired 
country. built by free enterprise, opportu 
nity tor one te cr 
kt is the misuse of money that brings ev! 


BUY WAR BONDS 


creates opportunites for the many 


act the possession of it 


New York.—The illustration above appeared in four col- 
ors on the front cover of BOOT AND SHOE RECORDER fo 
February 13th. Copies of the illustration and text, mouai- 
ed on cardboard, may be obtoined by writing John & 
Evans & Co., Camden, N. J., and mentioning Boot and 
Shoe Recorder. 


The Editor’s Outlook 








[CONTINUED FROM PAGE 16] 


We have a feeling that if Bernard C. Baruch | 
takes over WPB sharp simplification and standardiza- 
tion of footwear will be attempted. He had the idea in 
1918 and has, to our way of thinking, had an immense | 
influence on Justice (Director of Economic Stabiliza- 
tion) James F. Byrnes for the present shoe rationing 
order and its follow-up—Amendments to WPB Order 
M-217. 


Babbling our woes to congressmen isn’t going to help 


blueprint. 


“= &® 


very much in alleviating the lesser troubles that we | 
Relief will 


in some way, for some of the “frozen wastes” 


now see in the present rationing system. 
come, 
now on merchants’ shelves. That, we believe, is obvious 
because there are days, weeks and months of wear in 
the footwear that is not moving. Last week we gave 
the only rational approach to the solution of that prob- 
lem by indicating that types of footwear not now 
readily salable have a value in foot hours that should 
not be thrown away because of the inability to reconcile 
a coupon against a sale at retail. 

It’s time to tell Washington—stop kicking SHOES 
around—for it could come to pass that some persons 
might go barefoot—not because of production and dis 
tribution—but through manipulation. 
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Murray D. Fine 


BROOKLYN, N. Y.—Murray D. Fine, 
president of Premier Shoe Manufactur- 
ing Company, died suddenly at his home 
here Wednesday morning, Feb. 17. 





MURRAY D. FINE 


He had been in the shoe business for 
+ thirty years and was well known and 
well liked throughout the industry. 

Mr. Fine’s first job in the shoe busi- 
ness was as a clerk with Frazin & 


co § Oppenheim, shoe retailers in New York 
R for & when he was still a boy. The experience 


‘uch 
jiza- 
a ip 
nse 


‘ing 


der 


elp : 


he received there stood him in good 
stead when, in the early 1920’s he went 
into partnership with Al Roth, Alec 
Kessler, and Joe Kantrow, forming the 
Premier Shoe Company, manufacturers 
of women’s high style shoes. About 
four years ago the partnership was dis- 
solved and the firm liquidated, and Mr. 
Fine formed another—Premier Shoe 
Manufacturing Company. 

: He was active in industry affairs. 
From 1935 to 1936 he was president of 
the Shoe Manufacturers’ Board of 
Trade of New York, and was also a 
vice-president of the former Shoe Fash- 
ion Guild of America. 

Funeral services were held at Flat- 
bush Memorial Chapel in Brooklyn and 
burial was in Mt. Judah Cemetery. 
Survivors are his widow, Beatrice; one 
son, Edwin, who is serving with the 
U. S. Army Air Force in Miami Beach, 
Fla.; and one daughter, Marcia. 
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Gen. Cary F. Spence 


KNOXVILLE, TENN.—General Cary F. 
Spence, aged 74, president of the 
Spence Shoe Company and one of the 
most prominent retail shoe dealers in 
the South, died recently, when he fell 
from a boat while fishing in the Little 
Tennessee River. 

Commissioned a Brigadier General 
by President Warren G. Harding and 
a veteran of the Spanish-American 
War and World War I, General Spence 
was a former Postmaster, Vice-Mayor, 
Safety Director, President of the Knox- 
ville Chamber of Commerce, a member 
at his death of the City Council, a 
Trustee of the University of Tennessee, 
and Knox County OCD Coordinator. 
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OUR STORE is a vital link in America’s wartime 
/ transportation system. Today millions are using less 


gasoline; more sole leather. On the job and off, they're 


fe 


depending more and more on their own two feet 


and many are finding their feet are not equal to the task 


You can render your corner of the nation a genuine service, 
and protect the future of your business at the same time, 


by helping them walk and work in comfort 


Trimfoot Metatarsal Insoles and Wizard Ajustable Arch 
Builders mean extra volume now goodwill later on 
Better still, the patented Wizard system of adjustability 
makes complete foot relief service possible on a surpris 








ingly small investment. Our catalog gives full information 








Send for it today. Trimfoor Company, Trimfoot Terrace, 










TRIMFOOT 
210 














Farmington, Mo 


TRIMEFOOT 


AVD WIZARD FOOT RELIEF 








New Trimfoot 210, shown here, has been especially designed for 
today’s “heavy duty” needs. Sturdy leather tops and linings give it 
toughness without sacrificing lightness and flexibility. Your cost 


$9.00 per doz. Retail $1.50 per pr. Send for sample on memo billing 





of 


An expert swimmer, he was a member 
the first United States 
Team which competed at the World’s 
Fair in Chicago in 1893. 


wear Rationing Board in Washington, 
Olympic D. C. 

“We pledge full cooperation of the 
shoe rationing order, but as the order 
stands today the consumer will pur- 
chase only the highest grades of foot- 
wear, causing a further shortage of 
scarce materials used for these grades. 





Protests Rationing 
Of Lower Grades 


CuicaGo—The National Shoe Trav- 
elers’ Association, with headquarters 
here, is officially protesting the ration- 
ing of lower grade shoes. Norman N. 
Souther, secretary-treasurer, announces 
that the following telegram has been 
sent to W. W. Stephenson of the Foot- 













We suggest that until June 15 footwear 
up to $3.00 retail be sold without ra- 
tioning stamps. Thousands of pairs of 
low priced footwear are in the process 
of making and in distributors’ and re- 
tailers’ hands, and unless relief is 
quickly given, the entire shoe industry 
will suffer untold loss and the purpose 
of rationing will be defeated.” 
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Ad Tells Public of 


Shoe Regulations 


La JUNTA, Cot.—“What About Your 
Shoes?” queried Inge Shoe Store here 
in an ad following the recent Shoe Ra- 
tion Order No. 17. “Naturally you will 
want to put your coupons into long 
wearing shoes,” the copy read, and 
continued, “We have built our business 
on this type of shoe—featuring nation- 
ally advertised, high-quality shoes for 
all the members of the family. . . . Fu- 
ture shoes will be only in four colors 
and no combinations—they are black, 
white and two shades of brown.” 

The ad listed the types of shoes which 
are not rationed, and according to the 
members of the firm, it was a great 
help in explaining the new government 
regulations to their customers. 


Fred J. Coens 


Cuicaco—Fred J. Coens, shoe buyer 
for A. Starr Best, died suddenly at his 
home recently. Mr. Coens got his start 
in the shoe business in the old N. B. 
Holden Shoe Store. He subsequently 
sold slippers to the trade for a time, 
worked for The Hub and other retail 
establishments, and had been in his 
last position for about two years. 

Funeral services were held February 
19. He was a brother of Barney Coens, 
who is with Irving Drew Shoe Corp. 
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Stetson Salesman Now 
Army Captain 


Boston, Mass.—Add to the list of 
well-known shoe men in the armed 
forces of the United States, the name 





STANLEY W. MERRILL 


of Stanley W. Merrill, until recently a 
member of the sales force of the Stet- 
son Shoe Company for whom he sold 
both M. N. Arnold and Stetson shoes for 
women in New England, New York 
State, Ohio, Michigan, Indiana, Ken- 
tucky, Alabama, Georgia and South 
Carolina. 

Mr. Merrill is now Captain Merrill 
of the Adjutant General Department, 
U. S. A. A member of the officer’s 
reserve, having served in World War 
No. 1 with the Engineers, Capt. Merrill 
was recently recalled to active duty and 
is now stationed with Headquarters, 
New Jersey Military District, Trenton. 

Capt. Merrill’s home is in Newton, 
Mass. He has been with the Stetson 
Shoe Company since 19f4. 





Whites for Service, 
Utility and Relaxation 
[CONTINUED FROM PAGE 23] 


heavier types in the late Summer and 
Fall. 

In the colder North, the picture is 
not so bright. Whether or not men in 
this area will surrender that valuable 
bit of paper for whites early in the 
Spring is hard to say. Failing that, 
will they consider the June 15th to 
Labor Day season long enough to war- 
rant spending their coupon for white 
shoes? That is the most difficult prob- 
lem in whites for merchants in the 
northern cities. There is always the 
possibility that future rulings of the 
WPB may permit the sale of white 
shoes without a ration coupon. How 
remote this possibility may be no one 
can say at this early date. Should they 
relent, selling white shoes without a 
coupon might well mean windfall sales 
for whites this Summer. Shoes normal- 
ly worn during the Summer could then 
be given a well-earned rest, saving 

















“| wish the hess would 


use | 
ICOLONIAL 
NATURAL SOLE ) 


SPLITS 


| the other fellows use them, and 
their shoes have better edges ... 

more uniform color. . 
longer... 
Samples on request. 


COLONIAL TANNING CO. 
| BOSTON, MASS. 


also producers of work shoe splits 
and Colonial Patent 











. wear 
and sell easier.” 





months of wear and tear, and preserv- 
ing valuable walking leather for the } 
Fall and Winter months ahead. 


Dark Colors Are Also , 
Summer Colors 





[CONTINUED FROM PAGE 21] ‘ 


“service” shoes and have helped set the 
style for other women, not in uniform. 

Army Russet can be given a patriotic 
appeal for women as the official shoe 
color of the WAACS. Its golden brown 
tone makes it a good contrast color for 
grey, the wheat beige tones, greens, 
blues and most other colors. Town 
Brown is the true dark brown shade 
that style-conscious women have al- 
ways appreciated. It is a good con- 
servative color, too, and a good color 
for dressy leather shoes. 

Altogether there is a good fashion 
story in these five dark shoe colors for 
Summer. Worn with light clothes and 
one or two other matching dark acces- 
sories or accessory touches, they have 
a really new look and are usually fiat- 
tering to the wearer. 


- 





Insist upon your salespeople reading 
The Recorder each week. 
The better posted they are the better 
shoe selling and fitting job they'll do 
for you. 


Boot and Shoe Recorder 





















































A ad 


\. 2 ~ 
som < 














—_—— 
FOR 


These 
furnove 
due to 

Prope 
ple, so 
intellig« 
which i 
tion of 

Bool 
deavori 
publishi 
about | 
styles, ! 
als thai 

So w 
manage 

reat | 
RECORI 
along 
recomm 
sue car 
ticles @ 
be of s 
salespe 
these a 
your sa 
———— 
Work 
Relea 

NEW 
and w 
footwez 
specific: 
protect: 
with le 
rubber- 
can Sti 
mittee 
dustry 
optimut 
ment, : 

The 
specific 
Safety- 
ductive 
sives-O) 
Z41.4-1! 
Shoes, 
(Molde 
Americ: 
for Wo 
is “the 
protecti 
women. 
high-cu 
shoes, 
tions ( 
way.” 

Devel 
underta 
Associa 
Product 
Price A 
quest o 
wearer 
ials. TI 
ing up 
ernmen' 
represe! 
ing ma 
technic 
fields. 
be obta: 
ards A 
Street, 
the spe 
for the 


February 





erv- 
the 


the 
otic 


ywn 


ss 





. 


— 


"VT 


| EE © AEA oe 














FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new salespeo- 
ple, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 

BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





Work Shoe Specifications 
Released 


New YorK—Specifications for men’s 
and women’s protective occupational 
footwear have just been issued. These 
specifications cover “all types of men’s 
protective occupational footwear made 
with leather uppers and leather and 
rubber-compound soles that the Ameri- 
ean Standards Association War Com- 
mittee considers essential to serve in- 
dustry adequately and to provide for 
optimum utilization of materials, equip- 
ment, and other sources.” 

The men’s shoes covered in these 
specifications are as follows: Men’s 
Safety-Toe Shoes, Z41.1943; Men’s Con- 
ductive Shoes, Z41.3-1943; Men’s Explo- 
sives-Operations (Non-sparking) Shoes, 
Z41.4-1943; Men’s Electrical-Hazards 
Shoes, Z41.5-1943; Men’s Foundry 
(Molders) Shoes, Z41.6-1943. The 
American War Standard specifications 
for Women’s Safety-Toe Oxford Shoes 
is “the first in a series of standards for 
protective occupational footwear for 
women. The preparation of women’s 
high-cut shoes, women’s conductive 
shoes, and women’s explosives-opera- 
tions (non-sparking) shoes is under 
way.” 

Development of these standards was 


undertaken by the American Standards. 


Association at the request of the War 
Production Board and the Office of 
Price Administration, basing their re- 
quest on the need for protecting the 
wearer and conserving critical mater- 
ials. The committee in charge of draw- 
ing up the specifications included gov- 
ernment officials, shoe manufacturers, 
representatives of firms manufactur- 
ing materials used in the shoes and 
technical experts in several related 
fields. Copies of the specifications may 
be obtained from the American Stand- 
ards Association at 29 West 39th, 
Street, New York, N. Y. Price 40c. for 
the specifications for men’s shoes; 25c 
for the women’s. 
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| Ask the Men and Women Who 


Sell Queen Quality Shoes 


They can tell you, 


as no one else can, 


why Queen Quality Shoes have been 


| "first in fit" to four generations of 


| American women. PERFECT FIT has always 


been a cardinal factor in the build— 


ing of these famous shoes...and come 


| what may, it shall always be one of 


our chief objectives in the manufacture 


of Queen Quality Shoes. Thus, Queen 


Quality makes this pledge to you who 


sell their fine shoes: Regardless of 


restrictions, we shall never ration the 


full measure of care and detail that 


goes into making Queen Quality Shoes 


| fit so perfectly. 





QUEEN QUALITY SHOE COMPANY « Division: International Shoe Company + SAINT LOUIS 





Receive Army-Navy 
“E” Award 


BROCKTON, Mass.—Field & Flint Co., 
manufacturers of men’s shoes, here, re- 
ceived the Army-Navy “E” Award for 
excellence in production. Formal pres- 
entation of the award was made in 
Brockton on Thursday, Feb. 25. 





Shoe Man Undergoes 


Operation 

FLUSHING, N. Y.—Louis Goldstein, 
for many years associated with his 
brothers Meyer and Simon Goldstein in 


the American Shoe Co., has undergone 
a major operation at Israel Zion Hospi- 
tal in Brooklyn. Mr. Goldstein, for the 
past two and one-half years, has been 
associated with Henry A. Schlesinger in 
The Fashion Quality Shoe Shop, here. 





More Army Shoes Ordered 


Boston, Mass.—Recent shoe awards 
announced at the Boston Quarter- 
master Depot include 17, 268 pairs 
of Type II service shoes for the Army 
to be made by the International Shoe 
Company, and 600 pairs of field shoes 
for the WAAC’s, to be made by The 
Green Shoe Manufacturing Co. 
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Holliston, M: Union Made 








Oe, 6 Oe Pee OF Oe 


Romeos 


6 Oe 6 re ee Pe OF ee 


$7.65 65 « — Black Elk 


e ioe Pattern 

@ Rubber Hee! 

@ Leather Colored 
Composition Sole 
Dozen Lots + ad 

Sizes 6-12 








































Ne. a78 


ARNOFF SHOE CO.,INC., 101 Ducne $t.,N.¥.C 





McBain Heads 
Marshall Field & Co. 


Cuicaco—Hughston M. McBain, for 
the last five years first vice-president 
of Marshall Field & Co., was elected 
r president of the organization recently. 
He succeeds Frederick D. Corley who 
resigned both as president and director. 

Mr. McBain, who is 41 years old, has 
been first vice-president and a director 
of the company since 1938. He entered 
: its employ in 1922 as a bill adjuster, 
F and has served as general manager of 

ali three principal divisions — real 
estate, including the Merchandise Mart, 
wholesale and manufacturing, and re- 
tail. Since 1940 Mr. McBain has been 
general manager of the Chicago and 
suburban retail stores. 
At the same time Percy Wilson an- 
; nounced his resignation as managing 
; director of the Merchandise Mart, and 
a | as vice-president of Marshall Field & 
: Co. in order to return to the active 
i management of Percy Wilson & Co., a 
Chicago mortgage house. 

It was also announced that James L. 
Palmer, vice-president and comptroller, 
had been promoted to first vice-presi- 
dent, succeeding Mr. McBain to that 
title, and that John D. Anderson, as- 
sistant comptroller, was named comp- 
troller. Robert T. Graham was ap- 
pointed assistant secretary and assis- 
tant treasurer. 


Shoe Man’s Son Married 


St. Louis, Mo. — The marriage of 
Army Lieutenant Roblee McCarthy and 
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Model OPA “ceiling price’ store opened by retail merchants of Springfield, Iii. 
The purpose—to educate retailers and consumers ia price marking practices for 


cost-of-living commodities. 


SPRINGFIELD, ILL. — Fifty-three busi- 
ness men, members of the retail mer- 
chants council of the Springfield Cham- 
ber of Commerce, cooperated with Illi- 
nois OPA officials, in opening a “ceiling- 
price” store, the first in the mid-West, 
recently. 

The store, a miniature department 
store with thirteen different depart- 
ments, had “nothing for sale but knowl- 
edge.” Its purpose: to instruct retail 
merchants and consumers in Springfield 
and surrounding area in the proper 
marking of cost-of-living commodities. 
The store supplemented all previously 
published literature, pamphlets, price 
digests, etc., distributed by the OPA. 
Retailers and customers from a radius 
of 100 miles visited the store during its 
two-week operating period. 

The Springfield merchants furnished 
the merchandise for display—even ar- 
ranging for free rent for the building. 
Members of the Illinois OPA staff 


Photo shows field analysts of the OPA and visitor. 


served as guides and instructors to 
visitors. Members of Illinois rationing 
boards visited the store and gave lec- 
tures there. Groups of school children 
visited the display, while Springfield 
women, taking advantage of the crowds, 
sold the only marketable items in the 
store—war bonds and stamps. 

Co-operating in the project were five 
exclusive footwear dealers: the Bootery, 
B. H. Luers and Sons, Morrissey-Argus 
Shoe Company, the Reisch Shoe Shop, 
and Siebert’s Shoe Store. 

The following footwear items were 
on display, properly marked according 
to OPA regulations: street, work, dress, 
and sport shoes for men, women, and 
children, infants’ shoes and rubber foot- 
wear. 

All lines of merchandise in the store 
were marked according to the required 
methods of posting ceiling prices, and 
the required filing of statements under 
prescribed federal regulations. 





the former Miss Josephine Strother 
which took place recently at Mulberry 
Plantation, estate of Mr. and Mrs. 
Harry C. Strother in Johnston, S. C., 
was rededicated February 4 at the 
home of Mr. and Mrs. E. R. McCarthy 
in St. Louis. E. R. McCarthy is ex- 
ecutive vice-president of the Brown 
Shoe Co. The son, Lieut. Roblee Mc- 
Carthy, was named for his maternal 
grandparents, Mr. and Mrs. Joseph H. 
Roblee. 

Older heads in the trade will recall 
the important role played by J. H. 
Roblee in the early growth and devel- 
opment of the Brown Shoe Co., serving 
first as treasurer and later as vice-pres- 
ident. He retired in 1915 but continued 
as a director until his death in 1926. 
The Roblee shoe was named for him. 


Advocate Shoe Rotation 


CINCINNATI, OHIO— That wartime 
shoe rationing was taking hold easier 
and quicker than retailers anticipated 
following the unheralded OPA an- 
nouncement was agreed in a cross-cen- 
sus of Cincinnati stores. With the ra- 
tioning development, came a deluge of 
work to large shoe repair shops, and 
more widespread use of the “shoe rota- 
tion” plan was indicated. 

E. C. Orr of Potter Shoe Company, 
vice-president of the National Shoe Re- 
tailers’ Association, gave his support to 
“rotation.” He said, “Rotation in the 
use of shoes is the best means of mak- 
ing them last longer. Keep them on 
trees if possible and do not place them 
near a stove or any kind of heat.” 


Boot and Shoe Recorder 
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More Reports on First Week of Rationing 





Last Week Recorder Published News Reports from a Number 
of Cities on Consumer and Retailer Reaction to 
Rationing. Here Are Additional Reports 


All Types Sold in Chicago 


Chicago’s first week of Coupon 17 
started with a rush and ended with a 
rush for durable shoes and for a good 
share of fancy types. Monday, Febru- 
ary 8, found all of the shoe departments 
crowded with customers, who with cou- 
pon 17 in hand, were anxious to make 
selections for purchase on the morrow. 
Tuesday the rush to buy began and 
was sustained throughout the week and 
continued into the forepart of the fol- 
lowing week. It was expected however 
to begin to level off and continue more 
normally thereafter. 

Some confusion as to procedure pre- 
vailed for the first two days, but there 
was an unusually rapid adjustment and 
understanding. It was chiefly the bet- 
ter grade shoes which customers sought, 
and in stores with a range of prices 
those in the lower ranges were turned 
down. 

All types and styles of shoes sold, 
but the greatest demand was for novel- 
ties, h gh heels, and types which women 
feel they will probably no longer be 
able to secure. Blues, in particular 
were in demand, and where and when 
they could get them women snapped 
up reds, greens, and other novelty col- 
ors. Several local shoe leaders pointed 
out that during recent months most 
women have purchased one or more 
pairs of walking or sturdy type shoes, 
and have several pairs of these in their 
wardrobes at present. Therefore, they 
were using this last opportunity to buy 
a pair of dress or fancy shoes. There 
was some demand for whites, but chief- 
ly for spectators when they could be 
secured. Retailers reported many in- 
quiries regarding play shoes and casu- 
als, but that none were willing to give 
up a ration ticket for shoes of this type. 

Men’s shoes also sold well, along 
with the women’s, although there was 
not the same rush to buy as in the case 
of women’s. Children’s shoes sold about 
as usual, although there was some ex- 
tra spurt of business on Lincoln’s birth- 
day when the schools were closed. 

Most houses classed the week’s sales 
totals as comparable or ahead of most 
pre-Easter weeks. One source reported 
that business done on Tuesday and 
Wednesday as well ahead of the entire 
week’s sales for a year ago. The gen- 

eral feeling is that this week represents 
this year’s pre-Easter rush and that 
this year there will be no seasonal rush. 

The rationing order for the first 
week, at least, probably increased ad- 
vertising and promotion of retail shoes. 
Marshall Field & Co., on the first day 
of rationing issued a quarter page ad- 
vertisement stressing the fact that since 
the customer can “Buy only 1 Pair of 
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Shoes until June 15 You Need Marshall 
Field & Company’s Lasting Quality 
More than Ever.” The advertisement 
also stressed the importance of expert 
shoe fitting, x-ray shoe machines, and 
well-trained salespeople. Quality was 
also stressed in special promotions by 
a number of other local shops. O’Con- 
nor & Goldberg ran several advertise- 
ments announcing that their stores had 
blue shoes and Maling’s, in the popular 
priced bracket, advertised new Spring 
shoes in patents and reptiles. 

There were even several special sales 
featured during ration week, all on 
good quality shoes. Goldblatt’s ran a 
three-day sale on women’s shoes as did 
the Fair store, both featuring d:scon- 
tinued styles and including ranges of 
colors and leathers. 


Boston Buying Back to Normal 


Shoe buying is back to normal in 
Boston’s retail stores following a rush 
which did not, however, assume really 
large proportions. Most of the deliver- 
ies made by at least some of the stores 
were shoes which had been on order, 
paid for, at least in part and either 
wrapped or laid aside and marked with 
the customer’s name before February 7. 
Under the terms of the OES rationing 
regulation, customers were given until 
February 12 to pick up these purchases 
or have them delivered. The rest of 
the minor rush, over by February 13, 
was composed of equal parts of men 
and women who really had planned to 
come in earlier or those who are easily 
panicked and feared a _ developing 
shortage. , 

In the manufacturing field, things 
are not quite so rosy. There are well 
authenticated stories of cancellations 
which have .been received by some of 
the makers of low-priced footwear; but 
stories that cutters are being laid off 
in these and other factories seem to be 
premature, to say the least. 

Reports received at a meeting of di- 
rectors of the New England Shoe and 
Leather Associat'on held February 10 
resulted in the departure of its presi- 
dent, Louis H. Salvage, and its execu- 
tive secretary, Maxwell Field, on a trip 
to Washington to confer with rationing 
officials. The outcome of this is not 
known. It is presumed, however, that 
the point rationing system, recently 
urged by NESLA, was advocated as a 
substitute for the present rationing 
system. 


Walking Shoes Sell on Coast 
The sudden rationing of shoes came 
as a surprise to San Francisco dealers, 
but it was not entitrely unexpected. 
Record crowds waited for shoe stores 
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SELL US 


YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE.. .we can give os reference 


any of the 15 leading St. Louis factories. 


M. EK. WEIL SHOE CO. 
1326 Washington Ave., St. Louls, Mo. 



















| errr rere ee Fe Oe 


Military Oxfords 


re er re Ore 
$935 ° titoasee won 






—" »@ LEATHER COLORED 
COMPOSITION SOLE 
SIZES 6-12 


Send for Catalog— 
Complete Line 
Military Footwear 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y¥.C 
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High Heels 
K 3454 Black Patent 
Leather Plain Vamp 
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Girdle 

| K 3452 me —— 
| leather Perforate 
Pump Vv 


amp 
M 3424 Blue Smooth 
Leather Perforated 


WO SLIPPING Vamp 
a T 3422 Tan Smooth 


Leather Perforated 
Vamp 
Ww 3452 White 


Smooth Leather Per- 
forated Vamp 

Cuban Heels 

K 3459 Black Pat- 
ent Leather Perfo 
rated Vamp 

T 3425 Tan Smooth 
Leather Perforated 


Vamp 

W 3450 White 
Smooth Leather ler 
forated Vamp 


} $2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 











to open on February 9th, and sales 
forces were taxed to capacity to serve 
[TURN TO PAGE 62, PLEASE] 
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More Ration Reports 


[CONTINUED FROM PAGE 61] 


the waiting buyers, mostly women. For 
the most part San Francisco women 
confined their purchases to sensible 
walking shoes, usually of better qual- 
ity. There was no abnormal demand 
for the novelty shoes which will no 
longer be available when current sup- 
plies are exhausted. Dealers reported 
local stocks in good shape. 

At the end of the first week of ra- 
tioning record sales continued, and 
some dealers predicted that it would be 
ten days or two weeks before the rush 
period was ended. 

The manager of one large chain 
store, catering especially to fam‘ly and 
children’s trade, thought the pinch 
would show up principally in children’s 
shoes. Many boys and girls wear out 
a pair of shoes in a month, and he said 
his store would probably have frozen 


large stocks of play shoes, fancy boots 
and other children’s tyles that could 
have been sold if more time had been 
allowed for cleaning out these odds 
and ends. 

According to a survey of the Federal 
Reserve Bank of San Francisco, stocks 
of women and children’s shoes were 
only 4 per cent lower now than at the 
end of 1941. Stocks of men’s and boys’ 
shoes were down only 2 per cent. 


St. Louis Manufacturers Complacent 


At the end of the first week of shoe 
rationing, St. Louis manufacturers gen- 
erally were complacent over the outlook. 
They were confident that the volume 
of business at retail would be large 
enough to absorb all the shoes they 
would be able to make based upon the 
materials and labor available. As was 
expected the only cancellations of any 
consequence were on shoes sold on an 
extended future basis and play shoes. 


On the whole, St. Louis as a market 
will not suffer. 

Reports received by manufacturers 
here, from various sections of the coun- 
try, indicate that first dealers were very 
much concerned and in some cases they 
were panicky, but as the week wore on 
and they had a chance to study the 
public’s reaction to rationing, the mer- 
chants settled down to the regular 
routine of business. 

While it is the consensus that the con- 
sumer will turn to the better grade foot- 
wear during rationing, at the same time 
it is pointed out that the majority of 
the shoes produced are in the price 
brackets of $5 and down; that the sup- 
ply of the higher priced shoes will be 
limited. The public, therefore, will be 
forced to buy the cheaper grades. 

Retail sales in downtown St. Louis 
for the first five days of rationing were 
very active. The high quality stores 
experienced a decided uprush of busi- 

[TURN TO PAGE 63, PLEASE] 

















rose card; text in purple. 


Size 8” x 14” 


Six Easter Texts 
to select from— 
Sent on request. 


75¢ each; 3 for $1.65 
or without text 


3 for 90¢ 


TALKING WINDOWS PAY THE RENT 





Attractive Tulip Design, deep 
orchid and green on shell 


Limited Quantity—Order Early. Ee 












































PRICE TICKETS 


Same design and colors with 
black imprinted prices. 
Size 144” x 244” 
6 Doz.—$1.25 
12 “* — 2.25 


with store name 
imprinted 
144 Tickets—$3.85 
288 > — 6.20 


Check with order please, 
unless C.0.D. preferred. 


Circular showing samples _ of 
EASTER and Patriotic card and 


texts, also tickets sent on request. 
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LO a Price Tickets 
co RFUL AND EF Any Selection | Or If Blank Display | Modernistic| 6 Month | 12 Month Or If 
FECTIVE SHOW CARD SERVICE Prom 150 prickets Cards Hoard Contract Contract Without 
t erre “x14” olders ce rvice ‘ar 
AND PRICE TICKET Imprinted Members | Members | Holders 
SERVICE ... New and — 
: 144 166 

seasonal display cards No. 1 (12 dos.) _| (in 8 Sheets) 12 6 $9.25 $6.20 | $5.25 
and nisi rice 96 126 

. harmonising p : No. 2 (8 dos.) _| (in 6 Sheets) 8 4 6.12 | 4.50 3.85 
tickets every month with 72 Tr 
informative messages on No. 3 (6 dos.) _| (in 4 Sheets) 6 2 | 4.60 3.70 3.35 

, 48 
style notes, value, quality, No. 4 (4 doz.) _| (in 3 Sheets) 4 2 | 3.38 2.95 2.60 
service, etc. Exclusive paaenss isan: (2), = 
° ° mprinte sets to car <i 
franchise basis. WRITE | Price Tickets |service Member Per 100 
and T2 (1 doz.) “35 

f or samples further Imprinted 72 (6 dos.) 1:25 | 50-75 Gr. Less 5% 
information. Price Tickets | 144 (12 doz.) 2:25 | 75-100 Gr. Less 10% 
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Appeal Rationing of Low Priced Shoes 





Detroit Retail Shoe Dealers’ 


Association Writes OPA for 


Relief on Play and Athletic Types; Also Low Priced Street 
Shoes. Difficulty in Selling Them Emphasized 


DFrTRoIT, MicH.—Detroit Retail Shoe 
Dealers’ Association has appealed to 
Prentiss M. Brown, Price Administra- 
tor, for provision to enable the sale of 
play shoes withont receiving ration 
coupons, saying that retailers of play 
shoes are suffering by the desire of con- 
sumers to buy as high quality, long 
wearing shoes as they possibly can with 
their coupons. A telegram and a letter 
were sent to Mr. Brown by Sam Plotler, 
secretary of the association. 


[Relief was granted this week by 
OPA on many types of play and ath- 
letic shoes.] 


Text of the telegram follows: 

“Your cooperation is urgently re- 
quested to obtain relief under Shoe 
Ration Order No. 17 Section 2.11 by 
providing for transfer without ration 
currency of play shoes and athletic 
shoes. Such shoes -have virtually be- 
come frozen in stocks of dealers and 
manufacturers because of consumer de- 
mand under rationing limitations for 
high priced, high quality shoes. The 
ration order is creating a shortage of 
quality shoes and is preventing the 
use of a large supply of the other types 
representing millions of wear hours. 
We also earnestly request your im- 
mediate study and consideration for 
relief of low price street and dress 
shoes. This request is the result of a 
meeting of principal shoe dealers of 
Detroit with Mr. J. S. Black, Michigan 
State Rationing Officer. Letter follow- 
ing.” 

The letter, which was sent under date 
of February 16th, read as follows: 

“We, the Detroit Retail Shoe Dealers’ 
Association, do heartily endorse the ra- 
tioning of shoes to be patriotic, fair 
and just. We do feel, however, that 
some changes could be made without 
changing the effectiveness of the law. 
“As we understand it, the spirit of 
this law is not meant to impose undue 
loss to the retailer, but rather to re- 
lease durable leathers to our armed 





Dates to Remember 


National Shoe Retailers’ Associa- 
tion Two-Day Wartime Confer- 
ence, Waldorf-Astoria Hotel, 
New York. March 1, 2, 1943 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 

March 29, 30, 1943 





forces, create even distribution and cur- 
tail undue buying by the public. 

“Therefore, we suggest that these 
following items be changed from ra- 
tioned goods to an unrationed status: 

“Play shoes and athletic shoes, and 
that due consideration be given to low 
price street and dress shoes. 

“We list our reasons: 

“1. Thousands of pairs of these types 
are already stocked on retailers’ and 
manufacturers’ shelves, and if not dis- 
posed of in season, will result in a tre- 
mendous loss. 

“2. These types could easily be class- 
ified the same as house slippers as the 
soles are very thin (could not be used 
for durable shoes) ... made of war 
rubber ... and a large percentage have 
fabric uppers. 

“3. Some of these types are used by 
women in defense factories with slacks 
and uniform outfits worn for their work. 
They are also used for recreational 
activities most necessary in these times. 

“4. We have already lost many sales 
as customers refuse to surrender cou- 
pons for these types, saving them. for 
more durable types. 

“5. If these low priced types are re- 
leased it will save unnecessary loss to 
manufacturers and shoe merchants and 
put into use millions of wear hours now 


stagnant, not now helping the war 
effort. 
“The Detroit Retail Shoe Dealers’ 


Association present their case with the 
hope you will give this matter very 
prompt and careful consideration.” 





More Ration Reports 
[CONTINUED FROM PAGE 62] 


ness while the low priced ones did not 
do so well. 

Marcus Rice, merchandise manager 
of the shoe departments of Famous- 
Barr, is of the opinion that shoe ration- 
ing is a good thing, that the way the 
public was buying it was becoming 
harder every day to maintain adequate 
shoe stocks. He reports that business 
for the first week under rationing was 
better in the better grades; that buying 
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has been orderly and there has been no 
sign of panic. As to the types shoes 
sold under the ration coupon 17, Mr. 
Rice says he finds no noticeable shift 
thus far. 

Harvey Kopp, shoe buyer at Boyd’s 
says that rationing caused a very de- 
cided increase in his upstairs depart- 
ment, amounting to about 25%. This 
department handles high grade men’s 
shoes. At the same time Mr. Kopp re- 
ports, his basement department with 
its low end shoes suffered a loss in 
sales, the first few days of rationing. 


Fred E. White 


Santa ANA, CALIF.—Fred E. White, 
62, one of the best known and best 
liked retail shoe men on the West Coast, 
died reecntly following a month’s hos- 
pitalization. He was born in Charing 
Cross, Ontario, Canada, coming to Los 
Angeles as a boy. 

His first job in Los Angeles was but- 
ton boy (stapling buttons on women’s 
high shoes) in the Hamberger Store, 
now The May Co.; he then had a shoe 
selling job with Wetherby Kayser, 
about thirty eight years ago he went 
with Albert Gude, when the Gude store 
was first started; soon after this, he 
became associated with The Bootery, 
which was then the city’s most impor- 
tant shoe store, and was operated by 
Curt Wolfert. This connection proved 
to be a remarkable success. Later the 
concern became known as Wolfert- 
White, but it was discontinued several 
years ago. 

A few years ago, Mr. White and 
his wife opened here with a combined 
women’s shoe and ready-to-wear store. 
All through his business career, Mr. 
White was an advocate of fine foot- 
wear, carefully fitted. Surviving is 
his widow and literally thousands of 
close friends. 





Classes Offer Information 
In Fitting and Selling 


St. Louis, Mo.—A chance for new 
as well as experienced shoe salespeople 
of St. Louis to get reliable first hand 
information on shoe fitting and sell- 
ing, was made available through a 
series of evening classes starting 
Tuesday, February 16. D. J. McClure, 
assistant sales manager of Roberts, 
Johnson & Rand Shoe Co., is discus- 
sion leader. 

The subject matter includes: how to 
handle various types of shoe customers; 
how to measure and read sizes cor- 
rectly; how to fit footwear; how to place 
and find stock; how to sell style and 
the shoe wardrobe; shoe construction 
and how to use this information in 
selling. 

This is one of a series of classes 
sponsored by the Distributive Educa- 
tion Department of the St. Louis Board 
of Education. The department is un- 
der the general supervision of Francis 
Wright. 


Colonial Salesman Il 


Boston, Mass.—Ed Perry of the 
A. E. Perry Co., Rochester, N. Y., is 
convalescing in the Converse House 
of the New England Baptist Hospital 
following a recent emergency operation 
which involved the removal of his gall 
bladder. Executives of the Colonial 
Tanning Company, for which Mr. 
Perry acts as sales representative in 
up-state New York, announce that 
he will probably be in the hospital for 
several weeks and request that his 
friends, of whom there are many, write 
him as frequently as possible. 
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HELP WANTED 





POSITION WANTED 





WANTED TO PURCHASE 





A TIENTION, RETAIIT SHOE SALES 
MEN: There is a wonaertm opportunity in 
Gealth Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
tore operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
rly and make friends of customers are 
— ge qualifications. Here’s chance to capi- 
talize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave 
ave, Danville, Tllinois. 





SHOE Sse Manager: THE SCHOLL 

MFG. Inc., world’s largest makers of 
Foot hy , 8. exceptional opportunity for 
a man over 38 or draft exempt, seeking per- 
manent position. Shoe sales experience neces- 
sary. Good salary while in training, broad op- 
portunity for advancement. Vacations with 
pay, group insurance. Good character and 
references required. Write or telephone O. 
R. Forberg, 213 W. Schiller St., Chicago, 
Mohawk 2027. 





es SALESMEN for better grade Women’s 

oes. Salary of $50 weekly guaranteed. 
In Hertford Conn. Address #740, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





SALESMEN WANTED 





ALESMAN WANTED with established trade 

experience in Women’s Shoes . . . Groves 
Shoe Company, 311 West Monroe Street, Chi- 
cago, TI. 








Hold Party for 
Store Executive ° 


Los ANGELES, CALIF.—An organiza- 
tion-wide birthday surprise party was 
given Harrison A. Baker, vice-president 
of the Wetherby-Kayser Shoe Co. in the 
Melody Lane Wilshire restaurant. The 
occasion was also marked by the first 
anniversary of Mr. Baker’s connection 
with the firm. Flo Belshaw, advertis- 
ing director for the firm, engineered the 
affair. Place cards, each with a cari- 
cature of the person, plus a humorous 
verse, were hand done by Miss Belshaw. 
After the huge birthday cake was cut, 
a dancing party continued until curfew. 





SHOE STORE OR DEPARTMENT BUYER 
AND MANAGER position wanted in Middle 
West or West. Age 32; 3 children; have 
excellent background in all phases of shoe busi- 
ness. Will give complete details in answer to 
your inquiry. Address Box 739, Boot and 
Shoe Recorder, 1627 Locust Street, St. Louis, 
Mo. 





WANTED TO PURCHASE 





ANTED: X-Ray Shoe Fitting Machine; 

latest Model. Address #741, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








Shoe Store Has Monkey for Ad 


SAN FRANcIScO — Persons walking 
along Grant Avenue, near Broadway, in 
San Francisco, usually find a small 
crowd in front of a shoe store watching 
the antics of a monkey, named Pete, 
whose favorite seat is on a ledge over 
the show windows. Pete is owned by 
the Proprietor, Marco Garavella, and 
was brought from Java by a sailor. On 
account of war conditions his pet was 
no longer allowed on the ship and he 
was left with Garavella for safe keep- 
ing. Pete’s ledge is equipped with a 
door, so that he can wander in and out 
of the store at will. Feeding is not a 
problem, for Pete is so popular with 
residents of the neighborhood that he is 
supplied with all the dates and other 
tidbits he could crave, and he figures he 
earns his keep by the attention he at- 
tracts to the shoe store. 


Associated with N. Y. Office 


New YorkK—Irving Morse, Philadel- 
phia salesman representing the Albert 
H. Weinbrenner Co. of Milwaukee, is 
now associated with the New York 
showroom of the company. This show- 
room is located in the Marbridge Build- 
ing. 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 

















SHOE STORES WANTED 
FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases es 
sumed. Write in confidence to 
A. L. BARIS. Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onusual references on request 

















WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shees such as 
Walk-Over, Florsheim, Bnna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Btc. 

IRVIN RUBIN 
“The House ef Jebe”’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York Oity 











WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 

















SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks ef shees free 
retailers, jobbers and manufacturers. 
Visit our new warehouses 

108-110 Duane Street, ow os 

Phene: WOrth 2-5377 and 5878 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
cr Advertisements for this page must be in our New York Office on Friday of the week preceding publication SS 
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HAS BEEN 
ADDED 
TO THE 


HOTEL 
M‘ALPIN 


NEW YORK 


This modern, luxurious hotel has 
added the ONE thing that could | | 
make your stay more enjoyable... 
A RADIO IN EVERY ROOM. 
It has always had a siiperb loca- 
tion. Its service—just what you 
would expect in a “Great Hotel.” 
Its rates have always been reason- 
able. Truly The McAlpin now 
“has everything.” | 





1 Block From Penn Station 
B. & O. Motor Coaches stop at our door 
Rooms with private bath and radio 
Single from *3,30 
Double from *4.95 
BROADWAY AT 34th ST., 
Under KNOTT Management 
JOHN J. WOELFLE, Manager 

















Children’s Shoes 
For Summer Wear 
[CONTINUED FROM PAGE 28] 


rations, grade school and high school 
graduations will continue to be impor- 
tant events in the lives of the young- 
sters, and the fact that most gradua- 
tion take place in June makes it almost 
certain that either the first or the sec- 
ond coupon will go for this type shoe. 

Third—The white and tan spectator, 
which for years has been the standby 
of youngsters of all types (including 
the best-loved saddle oxford) is no 
more; all-whites may be expected, 
therefore, to take up some of this busi- 
ness. 


Fourth—Children’s feet grow rapid-* 


ly, and white shoes which they pur- 
chased last Summer will, in most in- 
stances, be outgrown by the time warm 
weather rolls around this year. 

So there is a definite place for whites 
in the shoe retailer’s Summer stocks. 
But there is also an important place 
for the dark shoe as well. The scare 
buying which followed the rationing 
order sent many customers into stores 
to buy shoes which were available in 
February. These customers, for the 
most part, used up their first coupons 
on dark, serviceable shoes—perhaps an 
antiqued tan oxford—sturdy shoes 
which would stand up under hard wear. 
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These customers are the ones who may 
be in the market for whites with their 
second coupon—that which goes into 
effect after June 15th. Or they may be 
looking then for dark shoes with which 
to start the school season. Either way, 
you can sell them at least one pair of 
dark shoes—dressy or serviceable. 

The types which you can sell them, 
for the most part, are shoes similar to 
the ones shown here—shoes which are 
already on your shelves or on order for 
early delivery. These are the shoes 
which the youngsters have preferred in 
the past; for the most part, they are 
shoes which, when the amendment to 
M-217 passed recently takes effect, will 
no longer be available. But while you 
have them, you can sell them; when 
they are gone, there will be others, 
simpler, but still good-looking, to take 
their place. 


Definite Place for Whites 


The picture, then, is brighter than 
it looks at first glance. Add to the 
generous allotment of three pairs per 
year the fact that, in cases of need 
where Mama and Papa have no more 
coupons, and Sister’s and Brother’s are 
used up too, the OPA is preparing to 
make allowances for children’s foot- 
wear, and you'll find that your shoes 
will be selling—on a saner, more 
equitably distributed basis—than they 
were before the ration order went into 
effect. 


Timely Tips on 
Fitting Feet 
[CONTINUED FROM PAGE 25] 


In the hurly burly and rush of busi- 
ness, it has been difficult to establish a 
national practice of measuring BOTH 
feet. This should be done as soon as 
the customer is seated. Very few pairs 
of feet are perfect mates, most of them 
having one foot with larger measure- 
ments than the other. This may be par- 
tially explained by the fact that we 
often form a habit of throwing most of 
our weight on one foot. Sometimes it 
is the effect of an occupational posture. 
So if we are to render a lasting service 
we must measure both feet and also 
learn the customer’s occupation so we 
can fit the feet for the service for 
which the shoes are intended. 

The shoe fitter who will now keep a 
record of the measurements of both 
feet of every customer will build up a 
following that will insure an immense 
call trade for himself and his store. Not 
long ago I called to see a physician 
whom I had not seen for ten years. 
Soon after I gave my name to the 
receptionist, she unearthed a card with 
a complete case history of my hospital 
experience. This was laid on the physi- 
cian’s desk and by the time I was 
ushered in he knew everything neces- 
sary to carry on from there. With 
thousands of people now stepping up to 
better shoes and better fitting, now is 
an ideal time to establish a new high 





MERCHANTS NEEDS 








BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list of manufacturers offering 
Brannock Devices at special co- 
operative price. 











in foot records and add another round 
to the ladder of shoe fitting profes- 
sionalism. Why not a master file card 
record at the front counter to facili- 
tate fitting, save the salesman’s time 
and insure customer satisfaction? At 
periodic intervals this record could be 
rechecked and brought up to date with 
any changes in occupation or foot de- 
velopment. 

Correct foot measurements are, and 
always will be, the shoe fitter’s “stock- 
in-trade” that sets him apart from the 
average salesman and adds the pro- 
fessional touch to his chosen life’s 
work. By measuring both feet you 
establish customer confidence — you 
know how to fit both feet—and you 
have both shoes off so that you can slip 
on both new shoes thus eliminating 
most of the sales resistance. Never fit 
one foot when you can fit two. Remem- 
ber the professional man is never in a 
hurry. He impresses his client with his 


knowledge and ability and thereby 
eliminates “walks.” 
Returns to John Irving 

Boston, Mass.— The John Irving 


Shoe Corporation announces that Al 
Seicol is now back with the company, 
as display manager. He has been for 
the past twenty months general man- 
ager of the Block Shoe Company of 
Seattle, Washington, who also have 
stores in Oregon and Idaho. 
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to selling 


shoes 


TODAY 


Your customers know that 
to make their children’s 
shoe ration last through the 
year, every pair they buy 
must be the best! 


And that means Dr. Posner’s 
Scientific Shoes . . . the shoe 
backed by 55 years of solid 
quality. Every pair is made 
to wear longer . . . stand up 
better . . . and equally im- 
portant to aid the child with 
Correct Body Balance— 
which means better bodily 
health. 


A better shoe for the child 
means greater customer sat- 
isfaction . . . and a higher 


net return per sale. 





Srvt Out (HUD COREECT GORY BaLance 


SHOES 








From Cradle to College Days 


Dr. A. POSNER SHOES, Inc. 


137 Duane St., New York 


Pacific Coast Representative 


THE GLASER SHOE CO. 


Chicago 
1046 Merchandise Mart 


That’s your cue 









| BETTER BUY BONDS—and more Bons 
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In 


THE GREAT NATIONAL SHOE WEEKLY 


CHEER UP! 
WE'LL STILL HAVE THESE: 


For Women: 
Bicycle oxfords; Espadrilles and ballerinas; 
Pumps... d’Orsay, stripped opera, Regent, sling 
strap; Strip sandals; Ribbon and fabric ornaments; 
Cross straps; Bluchers...all heights; Ankle straps; 
Sabot straps; Moccasin fronts on heels 11-8 or 
over; Open-back Damascus types; Sailor ties; 


a 
49 

),. 6! 

b4 é 

«4 for Clearness and Emphasis the Provisions of the 
5: MOrder Have Been Re-arranged and Classified 
5 pnder these Two Headings, Designed to Show the 
& Basic Purpose of the Amended Order. 1. Shoe 
2 Detailings Eliminated to Simplify Factory Opera- 
& Bions. 2. Shoe Detailings Eliminated to Save 
r ritical Materials. 

3 
2 
9 | WE’LL MISS THESE THE MOST: 

0 § Gypsy oxfords with decorative stitching unless 

e combined with perforations; Bows and ornaments 

al of leather; College girl moccasins; Saddle shoes 

a for high school and college girls; Buckle tongue 

6! front moccasins; Buckle monks for men, women 


: and children; Kiltie tongues and apron front 
47 pumps; Multiple straps and front strap sandals; 
Platforms; Wing and shield tips; Spectators; All 


65 ‘ \ kinds of two-tone or multicolor combinations. 
ver =e 


BUT: Here’s your out .. . use soles 
of wood or any non-critical mate- 
rials and you can make any of 
these patterns. AND... 





of “FRILLS” — So-Called 
7 Piminated to cut down on eye-appeal 


porizontal seams on lined shoes. Quarter collars. Decorative 
itchings or straps, buckles and knife pockets on boots or work 
oes. Any metal for decorative purposes. Decorative or non- 
nctional stitching in Egyptian cotton or American Long Staple 
otton. Any decoraive strippings, braidings, pintuckings, 
bcings, or overlays. Specified types of decorative stitching with 
eriain exceptions. Leather kiltie or other ornamental tongues. 
latform soles or platform effects on heels over 13 - 8. Leather 





Ghillies; Gypsy seam slip-on casuals. 


Men: 
Plain toe Blucher and bal oxfords; Straight tips. 


For 


For Children: 


Plain toe oxfords . . . Bluchers and bals; Ghillies; 
Espadrilles and ballerinas; One-strap pumps. 


And here are some old favorites back again, de- 
frosted by the February 13th amendments: An- : 
tiqued finish; natural two-tone effects in embossed > mS 
and genuine reptile leathers; extension heel seats MRS / 

in certain specified children’s types. ALSO, infants’ : “iets 


soft sole shoes cre not subject to any style restric- | 


tions. 
ws 


f 


WITT 


And shearlings not wanted for military use. 


covered platforms or leather platform effects. Heels over 21 - 8. 
On leather out soles with heels under 11 - 8: raised or flat seam 
moccasin type vamps or mudguard vamps; saddle-type shoes; 
imitation wing tips; imitation stitched moccasin types; imitation 
stitched mudguards and imitation stitched saddles. Patent 
leather shoes for men. Men’s sandals on leather or rubber soles. 
Women’s gold, silver, satin, and brocaded evening slippers. 
Shoes made especially for retail display. Leather finished in 
colors other than black, white, Army Russet, and Town Brown. 
Leathers or fabrics dyed in other colors than the four mentioned 
above. Footwr ~- dyed in any other than the same four colors. 
Two-tone shoes 


ecorder 
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A WORK SHEE Fe 
| . » »=UNDER WPB M-2IND 


q These Shoe Detailings Eliminated To Simplify Factory Operatioiese s 
PROVISIONS in the Original Order of September 10th, 19DVISIC 














Horizontal quarter seams, on lined shoggther sea 


Quarter collars with some exceptions; shield 


. itchi buckl ings, ex¢ 
rative stitching or straps, buckles and k ptions; 
pockets on boots and work shoes; full lea 


seamless shoes; Any metal for decoraifired foot 
; Decor 


kets on 
metal f 


purposes. 










| . . * 
| Decorative or non-functional sti 


ing in Egyptian Cotton or Ameri 
Long Staple Cotton. 





NEW PROVISIONS 
in the Amended Order of Febru- 
ary 13, 1943: 


iz Woven vamp or quarter patterns; Leather 
bows or other ornaments; Non-functional 
or decorative stitching, with certain excep- 
tions; Non-functional strippings, braidings, pintuckings, a fw 
lacings and overlays; Raised quarter or raised back 

seams, except in genuine moccasins; Platform soles and as : 
platform effects, on all footwear of heel height over X = ) 






13-8; On leather out-soles with heels under 11 - 8: 
raised or flat seam moccasin type vamps or mudguard 
vamps; saddle-type shoes; imitation wing tips; imitation 
stitched moccasin types; imitation stitched mudguards 
and imitation stitched saddles. > Wg 
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‘or Future Stylin 


2IIND ALL AMENDMENTS 


tiokese Shoe Detailings Eliminated To Save Critical Materials 




















I9>VISIONS in the Original Order of September 10th, 1942: 















ther seam laps gauging over '/2 inch in width; Wing 
shield tips and long shield tips; Full overlay tips or 
ings, except on work shoes; Quarter collars, with some 
ptions; Outside taps; Leather slip soles; More than 
full leather sole; Full-breasted heels, except on hand- 
ed footwear; Welting over a certain width and thick- 
» Decorative stitching or straps, buckles, and knife 
kets on boots or work shoes; Men‘’s seamless shoes; 
metal for decorative purposes; Decora- 
or non-functional stitching in Egyptian 
on or American Long Staple Cotton. 








terials saved by the 
nservation Order: 
le leather; cattle- 
des; calfskins; 
etals; fabrics; 
read. 








NEW PROVISIONS 
in the Amended 
Order of February 13, 1943: 


















Extension stitched heel seats, with 
some exceptions; Straps passing over, 
under or through a tongue or vamp; 
Multiple straps on Roman sandals; 

Leather kiltie or other ornamental tongues; 

Leather covered platforms or leather platform 

effects; Rawhide or other leather laces, except 

on work shoes; Heels over 21 - 8; Metal spikes on 
golf shoes; Caulk or storm welting; Specified 
leather soles on Romeos and house slippers; 

White cattlehide and white calfskin leathers. 































«For the Duration» 


| 
"Getting More Shoes Sold Right” 


Becomes... 


“GETTING EVERY PAIR SOLD RIGHT” 


4 1. They Must Be Better Fitted 






2. They Must Be Smartly Styled 
3. They Must Be Quality Shoes 


Witx shoe rationing, the classic Recorder platform “Getting More Shoes Sold 
Right” becomes, for the duration, “Get Every Pair Sold Right.” Now we say, put all 





the energy you used in selling those extra pairs into each sale, making doubly sure 
that not one pair of vitally needed shoes*is lost through faulty fitting. To this prin- ; 
ciple the Recorder pledges its own full energy editorially, bringing you the best 
information on improved fitting techniques. 








Always a champion of sensible, intelligent styling in shoes as the safest course for 
the American shoe retailer, the Recorder will continue to tell you every week the 
down-to-earth fashion story of the shoes you'll sell under rationing. Those retailers 
who have held to the Recorder’s axiom that a shoe with a name, your own, or one t 
bearing that of a reputable manufacturer are in a more favorable position now that 
rationing is with us. For, rationing makes unmistakable, practical quality in the shoes 
you sell, a prerequisite to your staying in business. 





Tue manufacturer and merchant with an investment in reputation will collect a well 
deserved dividend. Those manufacturers who have told you about their merchandise 
in Boot and Shoe Recorder so consistently in the past still value your goodwill and 
will continue to do so. There are good and logical reasons why their shoes are better 
shoes for your customers now, when practical quality comes into its own. Learn how 
they are protecting your good name and their own by reading this “reason why” 
advertising in every issue of Boot and Shoe Recorder. 
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